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BREAKERS r=» 


Interchangeable 
stocks inaugurate 


7” Part Plan 


to reduce your stock investment 


Order only the parts needed first; save carry- 
ing-charges on parts needed /ater! Breaker 
Boxes or Breaker Units (with covers) may be 
ordered separately as required. By ordering 
boxes only to be delivered for roughing in, the 
Contractor keeps wn-needed material off the 
job at that stage. THIS SAVES TIEING UP 
MONEY IN STOCK;; incidentally saves break- 
age and loss. When ready for the Breaker 
Units, the wiring job is so nearly done that 
your order can take account of any changes 


from original plan. 





Woe "CBe PACKAGED FOR USE AS NEEDED 
Flush Hovsing One box may be used interchangeably with a 


number of breaker unit combinations, because they 
are catalogued and packaged separately. They may 
be c dered complete if so desired. 

T's stock- flexibility helps the Jobber too, in keeping 
his in ‘entory more closely in line with actual demand. 


INDUSTRIAL CONTROL DIVISION 


THE ARROW -HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN., U. S. A. 
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Business Index 
For The Month Of March 1941 


SALES Breaking all recent records for monthly sales 
increases on a year-to-year basis, 352 electrical whole- 
salers from throughout the United States scored in 
March a 64.3 per cent rise in, sales as compared with 
March 1940, while they topped sales of the previous 
month, (February 1941) by 13.7 per cent. 

This makes March the third consecutive month 
scoring with record breaking sales increases, and it 
is particularly significant that each of the 22 separate 
regions showed increases while three of them doubled 
March 1940 sales. 

Sales totals for the first three months of 1941 were 
53.8 per cent above those for the same period of 1940 
and here also every region showed sizable gains. 


INVENTORIES \ considerable tightening of the inven- 


tory situation is indicated by the fact that only a 10.4 


per cent increase was reported at the end of March 
over the end of February, although the total was 27.3 
above that for March 1940. 

This fact adds significance to the dollar figures 
which show that sales in March just about equalled 
the cost value of warehouse stocks at the end of the 
month. 

Thus April sales must result in rather drastic inven- 
tory depletions unless replacement slipments from 
manufacturers arrive faster and in substantially larger 
volume than current sales. 


COLLECTIONS Outstanding accounts receivable, re 
ported by 326 wholesalers on March 1, 1941, were 
6 per cent greater than those on February 1, 1941, 
and topped those of March 1, 1940, by 41 per cent. 

In dollars, March 1, 1941 accounts totalled $38,- 
158,000 and the collection percentage was 78 for March 
1941 as compared with 72 for February. March 
accounts were outstanding 38 days against 42 in 
Kebruary. 


SOURCE Thes' monthly reports covering the business activi 
ties of electrical wholesalers throughout the United States are 
collected and compiled by The Bureau of the Census and the 
Bureau of Foreign and Domestic Commerce of the U. S. De- 
partment of Commerce, and underwritten in part by WHOLE- 
SALER’S SALFSMAN—A McGraw-Hill Publication. 


CONTINUED ON PAGE TWENTY-TWO 
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TO THE WHOLESALERS IN 
THE ELECTRICAL INDUSTRY 


* In the interest of National Defense, urge 





your customers... industrials and contractors 





alike ...to RETURN all wire and cable REELS 





AS SOON AS EMPTY! 


7 
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MPACT of Defense and War business is shown in 

every regional performance record, while sales have 
been pushed to a new national high. 

Atlantic and North Central regions 1, 2, 6, 7, 8. 9. 
11, where plant capacity and manpower for industrial 
activity is concentrated lead the parade. Increases there 
for March 1941 range from 74 to as high as 125 per 
cent over the same month last year. 

Running a close second to Atlantic and North Cen- 
tral areas, and reemphasizing their growing industrial 
importance, were Pacific Coast regions 19 (Ore. & 
Wash.), 21 (No. Calif. & Nev.), 22 (So. Calif. & 
\riz.) which chalked up average increases of from 
66.1 to 79.1 per cent over March 1940. 

The only section that had held to normal increases 
up to last month, region 18 (Okla.) finally is feeling 
the current tide of orders, reported sales 20.2 per cent 
over the same month last year. 

Inventories at the end of March 1941 were above 
March 1940 in every region. Increases, however were 
by narrower margins indicating that large sales pulled 
down warehouse stocks faster than they could be re- 
placed. In the Atlantic Coast and North Central areas 
inventories ranged from only 13.3 to 52.5 per cent 
higher, after the 74 to 125 per cent boost in sales. 

Compared with February, 1941 figures, inventories 
and sales reported for March show no sky-rocketing 
tendency in any one territory, although regions 1, 16 
and 18 topped February sales by 30 per cent. Instead 
the month-to-month climb of wholesalers’ sales might 
well be accepted as the reasonable result of the steadily 
growing pace of construction and industrial activities. 
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REGIONAL ANALYSIS 


Figures in this table apply to regions as 
outlined and numbered on map above 








SALES INVENTORIES 
March, 1941 Number March, 1941 
In “> Compared with of In “co Compared with 
Region 

February, March, See Map) February, March, 
1941 1940 1941 1940 
131.3 225.6 1 105.4 113.3 
103.9 177.9 2 96.5 133.4 
117.2 162.7 3 118.8 134.0 
110.3 156.2 4 112.3 134.2 
114.0 161.0 5 105.7 114.6 
123.0 199.4 6 107.4 152.5 
91.1 180.5 7 105.9 117.7 
108.5 174.3 8 108.0 117.4 
107.5 199.5 9 111.6 $33.5 
115.7 168.3 10 99.0 119.3 
122.7 174.1 11 107.7 146.2 
110.4 146.4 12 112.6 132.9 
107.1 148.2 13 101.6 129.8 
104.0 135.4 14 98.1 111.9 
120.7 130.3 15 114.9 124.7 
130.3 150.4 16 112.5 119.7 
107.6 137.1 17 132.5 146.8 
131.9 120.2 18 104.9 113.2 
112.1 179.1 19 95.8 108.0 
116.5 142.7 20 111.4 128.7 
114.9 169.8 21 125.9 124.6 
113.5 166.1 22 112.6 131.9 

For 

113.7 164.3 U.S. A. 110.4 127.3 
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TIMES 





and TRENDS 





: 
All-Time Peak New orders received by manu- 
facturers of all kinds of products reached an all-time 
peak in March, according to the National Industrial 
Conference Board, and their volume reflected an in- 
crease of 121 per cent over the same month 1940. While 
the greatest rise in new orders was reported in the 
clothing industry, significant advances occurred in iron 
and steel, metal products, chemicals and housefurnish- 
ings. 

That orders for electrical products contributed sub- 
stantially, is indicated by the report of General Electric 
Co., which alone received new orders amounting to 
$257,000,000, during the first quarter of 1941—also an 
all-time record and a 164 per cent increase over the 
period of 1940. Furthermore 68 per cent of G.E.’s 
new business covered regular commercial products. 


No Tears Wholesalers of major electrical appli- 


ances, whose dealers face the steadily growing trade-in 
problem, may find threatened curtailment of output a 
blessing in disguise. 

Already the automobile industry has agreed to cur- 
tail its production by 20 per cent for the 1942 model 
year, and nobody in the industry seems to be weeping. 

During the first 3 months of 1941, factories shipped 
nearly 14 million vehicles. The pace of new car sales 
has barely begun to slacken, but meanwhile prices on 
used cars are gradually working into higher ground. 

What potential profits on sales of new 1942 cars deal- 
ers may lose next year, through the curtailment of out- 
put, is expected to be made up by better profit margins 
on trade-ins, and as a by-product used car lots will be 
less jammed. 

The same general trend may prevail, particularly in 
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the refrigerator and washing machine fields, with re- 
sulting improvement in the financial status of dealers. 


© 
Catalogs To the seriously-minded the size and 


weight of catalogs in the electrical field for many years 
have been a subject of complaints, and others made them 
the butt of wise cracks and jokes. 

In the automotive motor and equipment field similar 
conditions have existed, but now the Motor & Equip- 
ment Wholesalers Association is going to do something 
about it. 

A special Catalog Service has been established at its 
headquarters for the express purpose of guiding and 
assisting manufacturers in building more compact and 
lighter weight catalog material for jobber’s use. 

It seems to us that a revival of this type of an activity 
in the electrical field would be welcomed alike by manu 
facturers, wholesalers and salesmen. 


© 


Jobs Mean Business During March, 887,- 


000 more of the previously unemployed went back 
work, and the total number of the jobless dropped to 
6,142,000 which is approximately half of what it was 
when at its worst. 

It is through workers getting back on payrolls that 
the Dollars spent on Defense contracts reach down 
where Small Business can get the benefit. 

Workers who own their homes will be interested in 
modernizing, re-fitting, re-wiring, buying new fur- 
nishings, appliances, lighting fixtures. New homes will 
be in demand. Landlords will have to make long- 


+ 
to 
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Are you getting 


YOUR CUT 


in the business created by ads like this? 





Reproduced from April 12 Business Week 


More sales—quicker turnover—bigger produc- operations, saves time and steps, increases effi- 
tion —faster deliveries— SPEED is vital to today’s ciency. Operates from any electric light service 
business. The service of Teletalk makes it a ... to talk, just press a lever . . . talk to one sta- 


“must” for efficient handling of tion, or several simultaneously .. . 


everyday transactions in mercan- : ——— entirely independent of the busy 


tile, industrial, wholesaling and “353335 switchboard. 

institutions. tela ” 
ee re Teletalk is easy to sell to an already 
Teletalk is the system of Amplified . receptive market. We furnish com- 
MODEL 524 TELETALK 


Intercommunication that places for a 24-station system incorpo plete sales materials. If your house 
. , rates the latest developments in ¢ 
every department in instant reach amplified intercommunication doesn't stock Teletalk, bring up the 
es . See catalog for the wide variety . : 
of busy executives—coordinates of Teletalk equipment available subject—it means money to you. 
Licensed by Electrical Research Products, Inc. under U.S. Paien »f American Telephone and Telegraph Company and Western Electric Company, Incorporated 


WEBSTER ELECTRIC COMPANY, Racine, Wis., U.S. A. Est. 1909. Exp. Dept.: 100 Varick St., N. Y.C. 
Cable Address: "ARLAB” New York City 


WEBSTER ™ ELECTRIC 
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delayed improvements if they want to keep their tenants. 

Everywhere electrical contractors and dealers will 
fee] the improvements, and that means more business 
for wholesalers. 

Furthermore, it is well known that the government 
will do all it can to keep Defense production from 
smothering the consumer-goods industries that will 
benefit by this tremendous upswing in jobs and pay- 
rolls. 


In Passing Another phenomenal increase in the 


dollar volume of building permits during March has 
pushed the record for the first 3 months of 1941 to 31 
per cent over 1940. 

Residential permits increased 23 per cent, and well 
informed sources contend that 1941 and 1942 may turn 
out to be record breaking years in the residential build- 
ing field. 

What that means to electrical wholesalers and con- 
tractors in the way of plus business can well be im- 
agined. 


© 
Years Ahead Despite the fact that reports of 


government expenditures on defense activities are part 
of our daily reading diet and Billion Dollar appropria- 
tions have ceased to arouse more than passing comment, 
there are many who do not realize that to complete the 
Defense Program is going to take several years of 
intensive production. 

We have previously tried to emphasize that this 
present high level of business is not just a sky-rocket 
flare-up but that instead it will remain at high levels for 





2 or maybe 3 years—even if the United States does not 
enter the war. 

Actual proof to support this contention is not easily 
secured, but we can cite the case of one large company. 
Its defense contracts total up to several hundred million 
dollars and more are arriving. Of its defense orders 
on hand in March, it expected to ship only 25 per cent 
in 1941, then 35 per cent in 1942, then 25 per cent in 
1943 and the balance in 1944. 

Similar conditions and schedules apply to other large 
companies—which indicates clearly that as far as indus- 
trial production is concerned, the Defense Program 
should definitely keep business in high gear for the 
years immediately ahead. 

The accompanying chart shows how expenditures 
“stack up” for 1941 and 1942, and it should be kept in 
mind that expenditures for National Defense are ex- 
pected to total 35 to 45 Billion Dollars. In fact “Busi- 
ness Week” says that Defense expenditures may reach 
Twenty Billion Dollars annually. 

The point is that no matter what comes, electrical 
wholesalers must try to protect their position through 
careful planning of warehouse stocks and close cooper- 
ation with manufacturers, so that they can give the kind 
of service that will continuously demonstrate their 
value as an essential agency of distribution. 


EDITOR 





Fiscal Years 


FEDERAL EXPENDITURES 


Ending June 30 





NON-MILITARY 
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$6.7 Billions 
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$6.5 Billions $15 Billions 
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needless interruption before it starts, and keep in circuit without 
waste of time and money. Use 


THERM-A-TRIPS 


Therm-A-Trips end unnecessary fuse blowing on refrigerators, wash- 





ing machines, and other electrical appliances. They give the fullest 
protection to the circuit and its equipment at all times and under 
all conditions, without interrupting safe operation 
at any time. They are the most complete, most 


flexible, most economical protection you can use 





on a circuit. 

A Therm-A-Trip combines a fuse with a thermal 
cutout. The fuse blows on short circuit, but will 
withstand a normal increase in starting current. The thermal cut- 
out gives full protection against sustained excessive overloads. 
No other overload protection is needed. 

Use Therm-A-Trips for individual motors, and on circuits having 


motor-driven apparatus. Plug type, 125 volt; cartridge types, 





250 and 600 volt. For full information ask your dealer or write 
for our Bulletin 405. 


THE CHASE-SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 


MAKERS OF ELECTRICAL PROTECTIVE EQUIPMENT SINCE 1893 
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By "The Man with the Panama Hat" 


PRICE CONTROL For short it’s OPACS, but offi- 
cially Leon Henderson’s new job is that of Adminis- 
trator of the Office of Price Administration and 
Civilian Supply. Measure of his authority is his order 
of April 17th, which FREEZzEs steel prices at levels 
prevailing during the first quarter of 1941—recent 
substantial steel wage increases notwithstanding. As 
an act of patriotism, manufacturers are expected to 
absorb increased labor costs. 

Similarly manufacturers of farm implements were 
asked on April 21st not to increase their prices at this 
time, and cooperation is expected in the hope “that 
other steps may be avoided.” Price freezing and price 
ceilings on other products may be expected. 

The “Civilian Supply” part of Mr. Henderson's 
assignment means that he is TO STIMULATE PRODUCTION 
FOR CIVILIAN USE. So far his actions on this phase fail 
to show a pattern, but the following two items may 
indicate a trend 


RENT STABILIZATION Joseph P. Tuffs, chief of the 
housing section of the Consumer Division of OPACS, 
in a speech at Cincinnati said: “Stabilization of rents 
Now is of the utmost importance. 

The OPACS plans to enlist every citizen and every 
official in each defense center in an attempt to prevent 
rent increases through voluntary means. 

If the voluntary measures fail, it will be their 
(Local Fair Rent Committees) duty to turn to the 
proper authorities for legislative action. 


PRICE WARNING Retail furniture dealers wrote 
Miss Harriet Elliott, Consumer Commissioner of 
OPACS, that certain manufacturers of household 
refrigerators, ranges, other appliances are instituting a 
policy of selling merchandise at the “price prevailing 
at time of shipment”’. 

Replying, Miss Elliott warns manufacturers and 


distributors that such policy will encourage upward 
price spirals (which are to be avoided) and recom 
mends that orders “should quote a specific price and 
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that no order should contain a ‘price prevailing 
provision.” 
To-day it’s a recommendation only, but to-morrow: 


HEN AND EGG FRONT The Department of Agri- 
culture says that farmers are expected to make hens 
lay 6 per cent more eggs than before. Ample feeding 
and more hens are suggested as means to that end. 
No limit is put on hens’ working hours, but egg prices 
are stabilized at 22 cents per dozen average, until 


June 1943. 


PRIORITIES RE-SHUFFLED So iar all priorities were 
handled by the Priorities Division of O.P.M. under 
E. R. Stettinius, Jr. 

Since creation of the OPACS, Mr 
office will handle priorities for civilian production, 
which means that two agencies will have their hand 
in the priorities pie, as far as certain electrical products 


Henderson’s 


are concerned. 

No clear division of procedure has been established 
as yet, but it is expected that a coordinated plan will 
be announced shortly. 

Obviously, electrical materials needed for defense 
production or on defense projects will stay where they 
are—in OPM—or the present at least. 
SUB-CONTRACTING 
manufacturers is far below expectations. 

Wholesalers and their salesmen can help materially 
by telling their customers about this opportunity for 


Response from non-defense 


getting additional business into partially idle plants. 

Work can be found for production machinery of 
almost every type and the Defense Contract Service, 
previously described here is now functioning and ready 
to cooperate with factory owners in finding work for 
idle machines. 


WRITE if you want specific information on some 
matter handled in Washington. Address your letter to 
WASHINGTON sTRAWS, C/o Wholesaler’s Salesman, 330 


West 42nd St.. New York, N. Y. 





DISTRIBUTOR SALESMEN NATU- 
RALLY BENEFIT WHEN SELLING 
G-E WIRING MATERIALS FOR 
THE FOLLOWING REASONS: 


Complete Line—The G-E line of conduit, wire 
and cable and wiring devices is balanced — 
the only complete line on the market under 


one name. 
High Quality—The quality of G-E wiring 
materials is uniformly high. They are carefully 


made of the finest raw materials. 


Local Stocks—Stocks of G-E wiring materials 


are maintained by G-E merchandise distribu- 
tors located at all key points in the country. 
New Products—G-E engineers are working 
continuously to devise new products and to 


improve old products. 


G-E Monogram—Customers know that wiring 
materials carrying the G-E monogram are high 


quality, dependable products. 





With help like this, distributor salesmen 
selling G-E wiring materials are able to please 
their customers. Desired materials can be 
supplied. High quality and good service are 
assured. Wiring Materials Section, General 
Electric Company, Appliance and Merchandise 


Department, Bridgeport, Connecticut. 
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HOT SPRINGS IN MAY. From the 18th to 22nd of this month, NEWA 
will hold its spring convention at The Homestead. Because of the whole- 
saler’s important functions in National Defense, and the problems involved, 
a record attendance is expected. 


CONVENTION PROGRAM 


National Electrical Wholesalers Association 


THE HOMESTEAD * HOT SPRINGS * MAY 18-22, 1941 
SUNDAY 


Meetings of the Executive Committee 


MONDAY 


Meetings of the Commodity Committees 
Evening—Meeting of the Executive Committee 


TUESDAY, morning 
Opening Session for members and guests 
\ddress—John M. Newton, chairman of executive committee 
Report—W. I. 
Address—Dana T. Ackerly, association counsel 
\ddress—*‘Business Under Arms”, Col. Willard 
Chevalier, publisher of Business Week 


Bickford, chairman of program committee 


TUESDAY, afternoon 


Meeting of the Atlantic Division, Meeting of the Central Division 


WEDNESDAY 
Convention session 
Evening—Casino session for members and guests 


THURSDAY, morning 


Final convention session 
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NEWS 


This NEWA Meeting 
A “Must” For Industry 


Convening during one of the most 












critical periods in the history of this 
ndustry, this month’s meeting of the 
National Electrical Wholesalers Ass 
iation at Hot Springs offers every 
wholesaler an opportunity to help de 
velop means for speeding the National 
Defense effort along. With contrac 
tors, industrials and many Govern- 
mental agencies dependent upon the 
wholesaler stocks and his numerous 
service facilities, it is imperative that 
the wholesaling industry do everything 
possible to serve these customers ef- 
fectively and speedily under all con- 
ditions. Methods for making this 
possible will be the chief topics at the 
convention, 

Priorities will also be discussed be- 
cause of their effect on both whole- 
salers and manufacturers. Already 
such commodities as aluminum and 
zinc are in this classification, quite 
likely others will soon be added. 
Furthermore steel and copper are dif- 
ficult to obtain. Such problems con- 
fronted the industry during the 
1916-1918 period and the wholesaling 
industry did such a worth-while job 
in assembling and speeding electrical 
shipments that it was established as 
an essential industry, obtained a 
definite priority rating. 

With machines taking a far more 
important part in equipping today’s 
armies, the need for fast, uninterrupted 
industrial production is that much 
greater now, and the wholesaler has 
a definite place and specific responsi- 
bilities in this effort. 

Tightening government control, 
heavier taxes, larger payrolls also 
make it necessary for the wholesaling 
industry to collectively discuss means 
for further streamlining to compensate 
for such rising costs and no whole- 
saler should miss those discussions. 

Apparently wholesalers and manu 
facturers are aware of the importance 
of this meeting, for NEWA _ head- 
quarters told WHoOLESALER’S SALES 
MAN at press time that reservations at 
The Homestead are being made at a 
record-rate. This fact is especially 
significant when it is remembered that 
the 1940 convention broke all previous 
records with 466 wholesalers and 
manufacturers attending 









VARNISHED CAMBRIC - RUBBER POWER CABLES - BUILDING WIRE ° RADI! 
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CABLES SUPPLY: 


POWER for DEFENSE : 


Among these are 


Tl wa iv POWER 


1 
| a CONTROL 
oe Ts. CABLES 
, B SIGNAL 
ik CABLES 


PORTABLE 
CABLES 


BUILDING 
WIRES 


CRESCENT 


CRESCENT INSULATED 


WIRE and CABLE  ~—=OV RE 


and 
Factory: TRENTON, N. J.— Stocks in Principal Cities 


' CABLE CO. 
Jobber Co-Operation — A Permanent Policy 


CRESCENT ENDURITE SUPER-AGING INSULATION - WEATHER-PROOF WIRE 


ta) 
= 
$ 
ta 
of 
a 
r) 
a 
; 
- 
wy 
Zz. 
Oo 
a 
a 
al 
| 
) 
- 
3) 
bw 
3) 
Zz 
“ 
= 
= 
Zz 
ial 
wa 
2 
* 
= 
ta) 
7 
ww 
= 
a 
3) 
Q 
ia) 
= 
f= 
+ 
bal 
= 
r) 
2) 
i 
s) 
+ 
& 
SI 
= 
Zz (¢ 
© \\s 
z 
al 
a 
: 
§ 


AIGVS GAUOWNUV: SATAVSD AVMWUVd GNV GASVONA-AVAT - SQUOD AIXAM - ATAVSD 


36 WHOLESALER’S SALESMAN — May 1941 








































Hea ne 





AT FRENCH LICK last month the Lake Michigan and Missouri Valley 
Clubs had their annual informal gathering. A few of those the photographer 
snapped around the table were (clockwise from left), L. D. Cody, Paul 
Leary, A. Lee Clifford, Fred Chambers, Harry Bussmann, Sig Nelson, 


Tom Farrell, A. H. Stubbers. 





Wholesalers Discuss Defense, 


Merchandising at French Lick 


Lake Michigan and Missouri Valley Clubs get together 


for discussion of problems raised by Defense Program 


N Sia forgetting old problems in the 
light of new defense demands, the 
Lake Michigan and Missouri Valley 
Clubs met in a series of fast-moving 
sessions at Indiana’s fashionable resort 
at French Lick on April 17 and 18. 
These meetings have been held regu- 
larly since 1929 and have been draw- 
ing increasing attendance because 
discussions have interested both, 
manufacturers’ and wholesalers. 

The session on Thursday morning 
was devoted to defense problems; on 
Friday to various 
ingles of the business. 

Of particular significance was the 
talk given by Stuart M. Crocker, vice 
president of G.E. on the subject ‘The 
Partnership Between Government and 
Business in Our National Defense Pro- 
gram.” He pointed out that Illinois, 
Indiana, Iowa, Kansas, Michigan, 
Missouri and Wisconsin, states repre- 
sented by club membership, had been 
warded more than 2 billion dollars 
defense orders placed up to March 

This total, he said, represented 
iore than 16 per cent of the national 


merchandising 


n 
.n 
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total. ‘An interesting thing about 
these figures,” he added, “is that they 
are based upon the location of the fac- 
tories doing the work, and not the 
location of head offices signing the 
contract.” He emphasized the fact 
that there are just not going to be 
any big profits for industry in this 
war, unless it is the profits which will 
follow the war as a result of improv- 
ing processes of research, manufac- 
turing and distribution 

The question of how our defense 
program affects steel and copper prod- 
ucts was considered too big for any 
one man to handle and was therefore 
discussed by a number of prominent 
manufacturers and wholesalers. 

“Lighting—A Billion Dollar Busi- 
ness” was the subject of a talk by 
H. Freeman Barnes of General Elec- 
tric. Frank E. Watts spoke on 
“Modern Methods for Marketing \p- 
pliances.” 

Afternoons were spent on the golf 
course, with tournaments each day; 


entertainment was planned for the 
ladies. 






American Automatic 
Appoints Nine 


Nine salesmen have been added to 
the staff of the American Automatic 
Electric Sales Co. The upswing in in- 
dustrial activity has created heavy de- 
mand for intercommunicating systems 
in factories, plants, offices, etc. It 
will be the job of these men to render 
the greatest possible assistance to elec- 
trical wholesalers and their salesmen 
in actual planning and selling of tele- 
phone systems. 


A-W From Coast to Coast 


The forty-eighth Adequate Wiring 
Bureau has been organized to certify 
home wiring installations in South 
Bend and St. Joseph County, Ind. 
Number forty-seven, previously or- 
ganized will certify installations in 
Raleigh, N. C. 

From Findlay and Wooster, Ohio 
come word of conferences on adequate 
wiring which attracted approximately 
200 representatives of the building fra- 
ternity and the electrical industry. The 
meetings were sponsored by the Cen- 
tral Ohio Light and Power Co. House 
signs and direct mail have proved 
effective in increasing numbers of cer- 
tified homes at Akron. Figures for 
1940 showed that 23 per cent of homes 
built were certified, as against 13 per 
cent in 1939. At Philadelphia, spot an- 
nouncements over local stations push 
adequate wiring. Jacksonville, Fla. 
reports an average of 14 outlets and 
switches more than specified by the 
architect, largely due to activities of 
the A/W_ committee. 





HE HEADS SALES for Cuny-Guer- 
ber, live-wire New York wholesale 
house. J. A. Cella and his fellow- 
salesmen do a considerable volume 
with industrial contractors and plant 
Incidentally, he had an 
article on selling Ventilation in our 
March issue. 


electricians. 
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DIFFERENT 

THREADED BODIES 
«ee 20 NO-THREAD... 
IN “FORM 35 ALONE 





; 


Smooth, sturdy, cast malleable iron bod- 
ies. No holes, blemishes, gating marks. 


Perfect hub alignment; every body true 
in shape. 


Skillfully designed to provide smooth, 
roomy wireway. 





Heavily cadmium coated for lifetime —— 


° . oi a f ith 
resistance to rust and corrosion. in Rigid Conduit 


° .* (Heavy Well) 
Waterproof, corrosion- proof joints. 


Every Appleton Unilet carries the Apple- 


ton trade-mark. 


APPLETON ELECTRIC COMPANY i 
1734 WELLINGTON AVENUE CHICAGO, ILLINOIS ae No-Thread Type 


The name “Appleton;” Branch Offices: NEW YORK, 76 Ninth Avenue * DETROIT, 7310 Wood- a 
the pag seeeed teade- ward Avenue * CLEVELAND, Keith Building * SAN FRANCISCO, 655 Metallic Tubing 
— , tm se pe I e Minna Street * ST. LOUIS, 420 Frisco Bldg. * LOS ANGELES, 100 North 

amous circie- ppie- Sonta Fe Avenue * ATLANTA, 203 Luckie Street, N W. * BIRMINGHAM, 


ton trade-mark shown 6 N. Twenty-first Street * MINNEAPOLIS, 305 Fifth Street, S. 
above, appears on every 


Appleton fitting. We Resident Representatives: Baltimore, Boston, Cincinnati, 
manufacture mo private Dallas, Denver, Kansas City, Milwaukee, New Haven, 
brand goods! New Orleans, Philadelphia, Pittsburgh. Seattle 


PPLETO 


Conduit Fittings « Outlet and Switch Boxes e Explosion-proof Fittings 
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THE AVERAGE ELECTRICAL WHOLESALER HAS 


$50,000 INVESTED IN OFFICE, WAREHOUSE AND 
DELIVERY EQUIPMENT, STOCK OF MATERIALS AND 


WORKING CAPITAL 
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HIS WAREHOUSE CONTAINS THE PRODUCTS 
OF AT LEAST 150 DIFFERENT MANUFACTURERS 
GATHERED FROM ALMOST AS MANY DIFFERENT 
CITIES 
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@ So that even they who run may read, we present this 








PROGRESS PARADE 


of the Electrical Wholesaling Industry in a procession of 
charts and motion-graphs and not in the conventional 
manner of words set in type. 


Thus the series of motion-graphs, immediately following, 
visualizes the major matter-of-fact functions that the elec- 
trical wholesaler performs in the normal conduct of his 
business. Not pictorialized are many equally important 
expense factors and less obvious services which his cus- 
tomers expect without extra charge. 


lt should be noted that all of the functions here pictured 
are indispensable in the process of supplying af the time 
and place of use and in quantities to suit the convenience 
of the buyer any products made in some distant factory. 


~ @ This means that if there were no electrical wholesalers, 


ery one of the several hundred manufacturers who now 


: through wholesalers would have to set up an organ- 
-_ ne machinery for duplicating the wholesaler's _ 







servi every one of-over 400 distributing centers. 


Such-pro e wot GP miendously, almos hibit. 


tively to the price the consumer or user would™nhaye to 
pay for electrical products. —O @—manufac- 
turers would be able to finance the initia t-and running 
investment of such an operation. Small manufacturers 
would be driven out of business. 







That electrical wholesalers perform valuable and essential 
services more economically than any other agency or 
system now known, is demonstrated by the fact that today 


more lines of products are distributed through wholesalers 
than ever before. 


That electrical wholesaling, as an industry, has constantly 
expanded its facilities, and localized its operations to 
meet the growing demand from buyers for faster service 
and speedier deliveries, is demonstrated by the charts 
and map which follow. 


The Editor 
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] The wholesaler’s hundreds of purchase orders keep 
a flow of thousands of different products of va- 


warehq@ae. i. : 


rious “a rolling into his 


2 By air-mail, telegraph, telephone; A. 
keeps in touch with the many maavfacturers 
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whose lines he stocks, so as to expedite shipments. 
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WHOLESALER 




















MANUFACTURER 
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3 The wholesaler pays freight or express charges from 
ry to his city—regardless of distance — also 
ys for carting from depot or dock to warehouse. 


bf 


== 4 He provides for economical presey hand 
Gr ee! ofa vast variety of prod or 
: storing in racks, cate! or Winston. 
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catalogs and price sheets, his gross margin 
“« is that narrow spread between cost — set by manu- 
. facturer, ond@yins price — set by local competition. 


Efficient counter and telephone service requires 


j trained men who know the hundreds of prod- @ WY 
os 









ucts handled, their uses, codes, local rulings. 
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[RECEIVING DEPARTMENT J 











































7 He must sell in quantities to suit the user's 
eds, but must buy in large quantities, as 
pecified by manufacturers, to get lowest price. 
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y manufacturers premptly. 









He extends credit, as 
finances whole igbs, 
payment BUT m 
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He assembles into a single shipment, in 
—siZes, types and quantities to suit the user, 
i seca many different factories. 


‘“e 











He delivers promptly on demand to local users 
large varieties of goods, otherwise impossible to 
assemble at that point without weeks of delay. 
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Trained assistants must check receiving and ship- 
ping records, check and pay invoices, issue bills, 
nd statements, keep books, collect accounts. 


> aad 12 Credit losses vary with type of rk 
ey territory, oe 
sales, must “2s in op 
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\ 15 He must maintain trucks for delivery ser- 
vice, cars for salesmen, facilities for stor- 
ing and servicing automotive equipment. 


= = 
=. 4 


16 He must train and maintain a—sta 
salesmen that _k products 
an reo when é a ed. 
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ys regularly the salesmen's salaries, com- 
ns; traveling and entertainment expenses 


out of a continuously fluctuating gross margin. 
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To promote sales, he supplements the manufacturers’ 
advertising, spends money on catalogs, circulars and 
for advertising in local newspapers, programs, etc. 
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1 Industrial engineers expect electrical wholesalers 
keep them posted on new products and new 
ethods that facilitate production or maintenance. 


"@ 


LC - 20 The wholesaler's tr -_ re 4 
on-the-spot “a. 


that are of i &.:: to rot buyers. 
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re-is trouble from improper wiring or over- 
loading, the wholesater’s trained salesman mokes 
voltage and ee" tests — as a bridge to business. 


~_& 


22 Footcandle tests and sample installations of 
better units are standard steps that lead trained 
salesmen to orders for lighting equipment. 





May 1941 — WHOLESALER’S SALESMAN 





Finer-Grain 
Lamps more even in 


Light 's uniform 


Sta ndardize 
trols and maintenance 


Superior Pf 


GET BETTER 
PERFORM 

TH ANCE 

E NEW MIRASTAT pane - 


Originally mad 

Hygrade’ one for use in MIR 

tr Sete cs en only, 
Assures ade ae superior in all sein 
eliminates ate pre-heating wrt ixtures. 
ann @eenian uttering” — prolo ectrodes— 
seats Ring mang Om 


ed Coating ™ 


texture, 


ly brilliant rel 


d colors - 
tests —— 


rformance 


in, day-ovrl 





rade process 


akes Hygrade Fl 
asing in oP 


more ple 
h of every 


ong the entire lengt 


ed by rigid qualit 


assur 
orders vr) | 


mean i 


isthe sum total of these Hy 
dependabi 


sat business for you! 


FLUORESCENT 


LAMPS 


yorescent 
pearance 
lamp! 


y con 
tch. 


lity that assures ratios 



























- 
: 











Pe ae 


MIRALUME HF-201; 
200-watt unit; 
4 40-watt lamps. 


MIRALUME F-235; 
235-watt unit; 
2 100-watt lamps. 


No other fluorescent lighting 
war fixtures offer your customers 
the assurance of the complete 
guarantee on Hygrade MIRALUMES! 








O competing salesman can possibly match your 
selling story . . . when you're selling Hygrade 
MIRALUMES! 
For no other fluorescent lighting fixtures in the 
world combine all the advantages of MIRALUMES! 


Get a load of this! 

You can offer prospects finer light, with MIRA- 
LUMES (Hygrade’s patented lamp coating)... 
positive starting and re-starting (Hygrade’s patented 
Mirastat starters) ... lower maintenance (Hygrade’s 
easily demountable reflectors and sturdy lamp hold- 


ers)... plus a complete guarantee that assures com- 
plete satisfaction! 


You’re selling quality! 
Fewer complaints and call-backs — more time 


for more sales — with MIRALUMES. They’ re qual- 





ity manufactured ... better designed and engineered 
throughout . . . wired and ready to install, complete 
with superior-quality Hygrade lamps . . . Under- 
writer's Laboratory approved . . . high power factor 
. . . Starters easily accessible . . . eligible for FHA 
financing! 


Write today for Miralume catalogue, prices, dis- 


counts. Dept. WS-5, Hygrade Sylvania Corp., 
Ipswich, Mass. 


























Helping contractors in preparing bids, the whole- 
aler's trained salesman improves chances for 
sound bidding practices, gets more business. 


. . 


* 


. e& 24 Where the —_-- 
helps a co make eet 


lists, his Rh will soon be filling the order. 
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5 eh to-use manufacturers’ sales helps, sam- 


« = ple boards, advertising materials, the trained whole- 


saler's salesman qe better selling to users. 


a —— —"@ 
@ 


Actual assistance in improving store and window dis- 
plays of dealers enables the trained wholesaler's sales- 
man to build better and bigger sales of appliances. 
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From Scratch in 1938 
to $150,000,000 in 1941 


FLUORESCENTS have established a 
NEW RECORD for SPEED in SALES 
INCREASES that was made possible 


only because 















] Electrical wholesalers provided the * 

means of communication through 
which the manufacturers of fluorescent 
lamps, lighting equipment and acces- 
sories could SPEEDILY reach ll 


classes of possible buyers and 





? Electrical wholesalers built up the 
necessary local stocks to make that 
new type of lighting equipment immedi- 


ately available to all types of buyers. 
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0 Product Has EyorAthieved 
Such Wide Distribution and High 
Sales Volume In So Short a Time 
Through Any Other Channel. 
Wholesalers Did It. 
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THE SALES VOLUME OF ELECTRICAL 
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Th Growth of Electrical Wholesaling 





































ds 


ealed by Government Recor 


Ry 


at ‘wy ~ 
- “ 
> vv 


~ > ) = ww 
— 
. ~ a = 


—_ —_ o- oo ‘ 
~ 





olesaling field. It is therefore gratifying to note 
from the records that throughout the period whole- 
salers have adjusted their operations to meet the de- 
mands of the times. 

In 1916, only 354 concerns were classified as electrical 
wholesalers and they accounted for a total sales volume 
of f $394,000,000. They were able to supply the needs 


construction, industrial 


W 


and commercial buyers 


of the above_figerres and their reeerd of performance 
the Prtoritigggh)i vision” of the War Industrie{@Bo 


recognize ical . legitimate- anc 
essengal ry—and-eS¥amlis ropriate priori- 
tie ing. 


No accéptable figures on numabers and sales volume 
were found for the period 1917-1928 but the 1929 
sus _of Distribution, executed by the U. S. Depart- 
lent Commerce, showed that a dramatic increase 
#rmumber of concerns had occurred while the average 
sales per concern had shrunk almost as dramatically. 

The 1935 Census, taken the same Government 
agency, showed further increase in numbers 
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‘hciiiailioas the country so efficiently that on the basis — 






while 





sales were continuing at near depression levels. 

The 1939 Census again reflected a_ substantial 
growth in numbers and was paralleled by a consider- 
able increase in sales, because the upward trend of 
business was under way. 

For 1940, the graph covering volume reflects a sales 
total which is based on the percentage of increase over 
1939 as shown by over 300 wholesalers who reported 

-their_sales to the U. S. Department of Commerce. The 
1umibér_of concerns shown for 1940 is estimated, after 
1ecking available records in this office. 

Té-should_be noted that the method of classifying 


or 








electrjgal wholesalers, as employed by the U. S. Depart- 
ment C erce for purposes of the Census, differs 
materially zat employed by this publication in 


the prepara its Directery—ef-Verified Electrical 
Wholesalers. i 

Notwithstanding this fac® < 
equally authentic figures were avé 
for purposes of charting the -progre® 






-catise other 
it was felt that 


no 
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wholesaling industry the Government's 
should be used. 

Corporation and copyrighted by Wholesaler's Salesman 
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IN 1916— 





N 1916 less than 100 cities 

could boast of supporting at 
least one recognized electrical sup- 
ply house. In the whole country 
there were only about 200 con- 
cerns so listed and approximately 
150 others claimed that distine- 
tion. 

Wholesalers then were com- 
pelled to carry tremendous stocks. 
Their customers bought in large 
quantities, because it took time to 
get goods. All wholesalers serv- 
iced large territories; some cov- 
ered the whole country. Salesmen 
travelled by train because automo 
biles were still expensive and 
roads were bad. Shipments went 
by railroad freight and motor 
trucks were used chiefly for local 
deliveries. Yet, the tempo of elec- 
trical wholesaling was ample to 
meet the demands of the times. 

Since then the needs and de- 
mands of buyers have forced radi- 
cal changes. Speed in service and 
delivery has become one ot the 
first requisites. Users no longer 
carry large stocks but depend on 
getting what they want, when they 
want it—instantly. Warehouse 
stocks are smaller, but more va 
ried. Wholesalers serve a limited 
territory, but more intensively. 

To-day 422 cities enjoy the 
services of at least one _ local 
wholesaler. There are 1,200 
VERIFIED wholesalers _ listed 
and several hundred other con- 
cerns sell some wiring supplies. 

There has grown up a veritable 
network of electrical wholesaling 
establishments, through which 
manufacturers can build efficient 
distribution at lowest cost. 

Those wholesalers make elec- 
trical products available instantly 
at any point of final use, when- 
ever needed, in whatever quanti- 
ties required, and yet—THE 
USER GETS THEM AT A 
LOWER PRICE than would be 
possible by any other method of 
distribution. 






Only 200 Recognized Houses 
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Served the Whole Country 


Less Than 100 


Cities 




















WHOLESALER’S SALESMAN — May 1941 









Over 1,200 Verified Whelesslitt™ v3 


Provide Speedy—Efficient—Economical Service 


From 422 Different Cities 
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IMPORTANT) 


STATEMENT OF POLICY 


@ = The natural position of Edwards and Company made it inevitable 





that it would be selected as a dependable source of supply for the 
Army and Navy in 1917-18. We realize that same condition to be 
even more so in this emergency. Three years ago we started planning 
on it — planning how best to thoroughly fulfill our obligations for 
defense but also our obligations to our wholesale distributors. 


@ We can and will do both. Our wholesale distributors must have 
material to sell to regular markets. Our production will be regulated 
as much as possible to keep that supply coming. Our development 


of new commercial items will not stop. 


@ Asan example let us take chimes. In July you will have a brand 
new and radically different chime line to sell, at a price range far 
better than your expectations. 


@ There will be no curtailment of sales promotion. There will be 
more Edwards men in the field to help you than before this emergency. 
The Edwards advertising schedule for the year of 1941 is 100% greater 
than for 1940 and only a small portion of it will go into purely defense 
or industrial fields. Most of it will be spent in consumer publications 





to promote chimes and all the regular Signaling Devices that are 
needed in new homes — your regular bread-and-butter business that 
must be kept alive. 
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| java an annual anniversary review of this type was needed became ap- 
parent to us early in 1940, while we were seeking historical material for 
the Twentieth Anniversary Number of this publication. 


We found then: 


1 That many electrical manufacturers 
could look back upon a long record of 
continuous existence; 


2 That some electrical concerns were ac- 
tively engaged in manufacturing other 
products long before the electrical indus- 
try was even born; 


3 That others entered the field while the 
whole industry was still in its swaddling 
clothes and grew apace with it; 


4 That still others found their birth in the 
invention of new electrical products, new 
applications, new expansions, and have 
kept abreast of its advances since. 


| Be nan and purely historical recordings do not fall within the 
editorial objectives of this publication and the Review of Manufac- 
turers’ Anniversaries here presented is not an attempt in that direction. 


Instead its purpose is: 


First To acknowledge with thanks the 
continuous cooperation that these manu- 
facturers heve extended to the wholesal- 
ers through the years; 


Sec tu focus the attention of whole- 

salers and their salesmen on the fact that 

these manufacturers — and hundreds of 

others that are not reaching popularly 

celebrated anniversaries this year — in 

their success and the continuity of their 
a; 


existence symbolizes the stability, indis- 
pensability and virility of the industry. 


Third To kindle greater pride within the 
wholesaling branch of the industry, be- 
cause through all the years—to a greater 
or lesser degree—the wholesalers have 
provided the channels and the nation- 
wide distributing service through which 
the products of those manufacturers 
reached their ultimate market. 
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ANNUAL ANNIVERSARIE 




















‘ 
W S Congratulate these manufacturers on having reached another 


important milestone in their business history. 


We Extend Our Good Wishes for their continuing suc- 


cess and prosperity. 


~ ° 
VW ss Are Confident that electrical wholesalers will continue to provide 


them with efficiently maintained, economically 


performed, nation-wide distributing service. 


110 YEARS 1831-1941 


American Steel and Wire Company—Stems from Wash- 
burn Moen and Co., 
founded at Worcester, Mass., in 1831. Through con- 


solidation, John W. Gates formed the present company 
in 1898. 


100 YEARS 1841-1941 


John A. Roebling’s Sons Co.—Founded by John A. 
Roebling at Saxonburg, Pa., in 1841. Three great grand- 
sons, are with the company today—Jos. M. Roebling, 
F. W. Roebling, III, and C. R. 


[yson. 


90 YEARS = 1851-1941 


Corning Glass Works—The founder’s, Amory Hough- 
ton’s, first venture in glass manufacture occurred in 1851. 
In 1868, works were set up in Corning for special glass 
products. The founder’s grandson Alanson B. Hough 
ton, is present chairman of the Executive Committee at 
Corning 


60 YEARS 1881-1941 


American Blower Corp.—Messrs. Huyett and Smith 
founded this company in a shop located at Russell and 
Harper Streets in Detroit in 1881. 


pioneering wire-drawing mill, 
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59 YEARS 1886-1941 


Colt’s Patent Fire Arms Manufacturing Co.—The busi- 
ness, now known as its Electrical Division, was organ- 
ized in 1886 as the Johns-Pratt Company, by H. W. 
Johns and H. C. Pratt, in Hartford, Conn. 


Gaynor Electric Company, Inc.—Joseph F. Gaynor, 
Arthur C. Gaynor and L. Cremin Gaynor are members 
of the family now active in the company, founded in 
1886 at Bridgeport by Dennis J. Gaynor. 


90 YEARS 1891-1941 


Frank Adam Electric Co.—President Fred B. Adam is 
the son of Frank Adam who founded the company at 
St. Louis in 1891. Grandson of the founder, Frank 
Adam, is vice president and general manager today. 


Automatic Electric Company-—Together with its exclu- 
sive distributor, American Automatic Electric Sales Co., 
was founded at Chicago in 1891 by Joseph Harris, A. B. 
Strowger and others. 


Wagner Electric Corporation—lounded at St. Louis in 
1891 by Herbert A. Wagner and F. C. Schwedtman to 
manufacture small fan motors. Company products today 
cover a broad range of electrical items. 


45 YEARS 1896-1941 


Plymouth Rubber Company, Inc.—Site of the company’s 
plant at Canton, Mass., was rich in historical association 
when the company was founded in 1896. 
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40 YEARS 1901-1941 


American Transformer Company—Organized in 1901 by 
Anson F. Harrold in Newark and has been located there 
ever since. His widow, Maude H. Harrold, is now a 
director of the company. 


Benjamin Electric Mfg. Company—Started in business 
as a manufacturer of industrial and commercial lighting, 
wiring devices and electrical specialties in 1901. always 
has sold through wholesalers. 





Federal Electric Co.—Founded at Chicago in 1901, it 
has manufactured a variety of products, sold them 
3] under fixed policy. 


35 YEARS 1906-1941 


Circle F Mfg. Co.—Companies founded by A. Freeman 
and George Macguire in 1906 were merged in 1924 to 
form the Circle F Mfg. Co. 


The Fitzgerald Manufacturing Company—P. J. Fitz- 
gerald, now president of the company, started the busi- 








ness in 1906 at Torrington, Conn. 


Ilg Electric Ventilating Co.—Incorporated in 1906, the 
company was started in Chicago by Samuel Weis, pres- 
ent chairman of the board, and Robert Ilg, now vice 
president. 


Ray-O-Vac Co.—J. B. Ramsey, today a member of the 
board of directors, is one of the founders still connected 
with this company, which was organized in 1906 at 
Madison. 


The Union Metal Manufacturing Co.—Started in 1906 
in Canton, Ohio as The Union Metal Post Co. by C. C. 
Barrick. D. C. Barrick, his son, is with the organization 
today. 


30 YEARS §1911-1941 


All-Steel-Equip Company—Electrical boxes and shop 
oxes were first products in a line that was broadened 
o include lockers, cabinets electrical products, etc. 
\rganized by C. H. Lembcke in 1911. 


Illinois Electric Porcelain Co.—Of the original 24 stock- 

holders, three today hold key positions in the company 
ifter 30 years’ operation—C. W. Kettron, president; 
harles Hanan, secretary; M. E. Roark, treasurer. 
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25 YEARS = 1916-1941 


Autovent Fan and Blower Co.—Joseph E. Truitt, today 
president and treasurer of the company, and Herman 
Batterman were the founders of the company located at 
1416-E. Kinzie St., Chicago. 


Grahling Bros. Co.—On March 25, 1916, Louis J. Grah- 
ling and Walter W. Grahling started the company at 
Cleveland, Ohio. They are associated with the organ- 
ization today. 


Ideal Commutator Dresser Co.—Was established Octo- 
ber 1, 1916 by J. Walter Becker, who is today general 
manager of the company. First located in Chicago, 
later moved to Sycamore, IIl 


H. P. Martin & Sons—H. P. Martin and his three sons, 
William H., Charles L., and Clarence F., founded the 
company at Owensboro, Ky., in 1916. The three sons 
are still active in the business. 


Midwest Electric Co.—Started in Chicago in 1916 by 
C. V. Dewar. 


The Ohio Carbon Company—aA two-story barn was the 
plant from which Ohio Carbon grew to its present pro- 
portions. Started by A. K. Moulton and J. E. Schunck 
with financial assistance from three others. A. K. Moul- 
ton is president and general manager today. 


The Spero Electric Corporation—Leon Spero and B. E. 
Spero are still connected with the company which they, 
together with Samuel W. Spero, deceased, founded at 
Cleveland in 1916. 


Triangle Conduit and Cable Co., Inc.—Started in Brook- 
lyn in April, 1916 by John E. McAuliffe and V. C. Gilpin 
later moved to Elmhurst, L. I. J. E. McAuliffe is presi- 
dent of the company today. 


Wolverine Tube Co.—Organized in 1916 by C. C. Lim- 
bocker, H. J. Hooks, G. R. Anthony at Detroit. The 
three founders are still active in the company. 


20 YEARS 91921-1941 


Bright Light Reflector Company, Inc.—Started in 
Brooklyn during 1921 by Isaac Litner, William Litner, 
and Phil Litner. All the original founders are still with 
the company. 


Hankscraft Company—M. W. Hanks, now president of 
the company, founded the business at Madison, Wis. in 
1921. 


Seyler Manufacturing Company—Organized by C. P. 
Seyler in 1921 at Pittsburgh. Today C. J. Seyler is 
president and J. T. Seyler is vice president of the 
company. 


Weiss & Biheller—Of the founders, A. R. Sanford, A. 
Lowenstein and Simon Biheller, the first two are still 
active in the company. It was founded in 1921 in New 
York City. 





Point and Sell 


Small investment in wiring device displays pays 





By Jack Erskine’ 


as told to 
Henry W. Young 


big dividends as time saver and sales booster 





N COUNTER sales work, we sell 
So anything that 
speeds up and simplifies service, 
We have found 
that displays adjoining the counter 
are effective for doing this job be- 
cause they make it easier for the 
customer to buy. 


service first. 


also boosts sales. 


In common with a great many 
other wholesale houses our open 
stock is kept on shelving in long 
banks at right angles to the counter. 
The ends of these shelf-banks butt 
up along the aisle about three feet 
back of the counter. So we figured 
out a way to use these bare ends 
for a dual purpose. 

From top to bottom, we have 
fitted them with display panels cov- 
ered with green felt. On each are 
mounted samples of the principal 
wiring device items contained in the 
shelves of that particular bank. 
Thus we have made a series of good 
looking display boards out of the 
bare ends. Furthermore, these dis- 
plays bring to the customer’s mind 
items that he may have overlooked. 

Just as important is the time-sav- 
ing feature. Before these displays 
were installed, here is about what 
would happen. Customer would 
step up to the counter and say: “I 
want a switch.” He would seldom 
call for it by number or even by ac- 
curate description. Then the ques- 
tioning would begin. “Toggle or 
push-button?” “Flush or surface ?” 
“Plain or lock,” etc. Pretty soon 
he would not be sure just what he 
did want. Thought he wanted a 
push, but maybe toggle would be 


* Mr. Erskine, head counter salesman of 
Stubbs Electric Co., Portland, Ore., is 
now serving National Defense Program 
with a year’s military training. 
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“The customer points, then I point to make sure it’s the 
one he wants—and so we get together,” says Jack Erskine. 


better. If lock switch didn’t cost too 
much might want it and so on. 

This would end up by my going 
back through the shelves picking 
stock and bringing the cartons out 
to the counter. These would be 
opened, the switches examined and 
the selection made. Then I could 
write the order. After he was gone, 
I could start lugging the rest of the 
stuff back, unless there was a rush 
on, in which case it would accumu- 
late on the counter. 

Same with receptacles. 
or duplex?” “What size box?” 
“High or low price?” Right down 
the line with most of the wiring de- 


“Single 


vices there were questions to be 
asked and stock to be trotted out for 
inspection. It is no exaggeration to 
say that on the average 25 to 30 per 
cent of my actual time with a cus- 
tomer was spent in going through 
such motions in order to determine 
just what was wanted, to the cus- 
tomer’s loss and mine. 
What happens now? Customer 
comes up. “I want a half a dozen 


switches. That’s the type I want, 


right there on the board.” And he 
points it out. Or, if his eye does not 
happen to fall on it, I start pointing 
down the line-up of switches until 
he tells me to stop at the one 
wanted. 

The scheme saves the customer 
embarrassment, also, by enabling 
him to make his selection quickly, 
and that makes him appreciate your 
kind of service. Having made his 
selection, I am able to go back to 
the shelves and come out with the 
exact material to fill the order. 

We mount the samples with the 
most commonly used, fastest mov- 
ing items at the bottom of the 
board. At the top are mounted 
those ordered with fair frequency 
but which, by their nature, are 
hardest to describe in words. In 
either customer just 
points, I point, and we get together. 

There are six panels in all. One 


case, the 


of these is devoted to Wiremold and 
the others to miscellaneous lines cov- 
ering the principal part of our stock 
—A. H. & H., Bryant, National, 


Crouse-Hinds, Edwards and P.& S. 
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EQUIPMENT FOR 
EVERY NEED... 


Policy—The Van Dyke policy is to provide the electrical wholesaler with a modern and 
most complete line of fluorescent lighting equipment. To engineer into that equipment 
proven selling advantages which lead to increased sales and increased profits for the 
wholesaler. In handling Van Dyke guaranteed products, the wholesaler protects himself 
against inferior merchandise which totals up to no profit for anybody. 


Quality—The Van Dyke line incorporates superior engineering and craftsmanship, using 
only the finest of materials. Because of this all units are guaranteed for one year. To you, 
the wholesaler, this means more and more satisfied customers, more and more repeat business. 


Price—Prices of the Van Dyke line have been carefully set so that wholesaler handling it can 
make the greatest amount of profit while re-selling at a competitive figure. 


Van Dyke means profits for you—don't wait—write now for full information 


VAN DYKE INDUSTRIES 


Manufacturers and Designers of Scientific Lighting 
2857 SOUTH HALSTED STREET CHICAGO, ILLINOIS 
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NEW PRODUCTS you care Sell 








PHOTOFLASH LAMP 





Speed Midget photoflash lamp, No. SM, 
is identical in size and price to No. 5 
flash lamp, contains no wire or foil, ob- 
taining its light from a heavy chemical 
deposit on the small resistance filament 
and the lead wires. According to the 
manufacturers, it comes to peak of flash 
in 1/200th of a second. Westinghouse 
Elec. and Mfg. Co., Bloomfield, N. J., 
General Electric Co., Nela Park, Cleve- 
land. 
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FLUORESCENT UNIT 








o————_——_———» * 


Industrial fluorescent unit utilizes two 
100-watt lamps, is equipped with remov- 
able porcelain or baked enamel reflectors 
available with open or closed ends. Bal- 
last, compensator and all wiring per- 
manently located in top channel. Unit 
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features especially baked enamel finish 
for high reflectivity. The Garcy Lighting 
Co., 4224-46 Lincoln Ave., Chicago, Ill. 
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FLUORESCENT UNIT 








“Lite-Line" fluorescent unit for general 
or localized lighting in plants and offices 
is designed to provide high levels of 
illumination at low cost with continuous 
strip system. Units utilize 48 in. fluo- 
rescent lamps, are available in single and 
double reflector lengths, may be joined 
to form continuous fixture of any desired 
length. Ceiling or suspension mounting. 


Benjamin Elec. Mfg. Co., Des Plaines, Ill. 
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PRESSURE SWITCH 








Pressure switch, No. 611-030, designed 
to control stopping and starting of small 
single or polyphase a.c. motors on pre- 
determined pressure settings, used on 
domestic water pump, pneumatic and 
oil systems, has pressure range up to 
80 pounds. Differential between ‘'on" 
and "“off'' position may be specified, and 
adjusted according to customer's speci- 
fications. Jefferson Elec. Co., Bellwood, 
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MULTIPLE-OUTLET PLUG 








All-rubber multiple-outlet plug is said 
to possess unusual safety qualities. Feat- 
ures include firm resistance to extremely 
heavy pressure, permanently tight con- 
nections provided by spring friction 
blades. Special construction prevents ex- 
posure of metal parts. Scratch-proof and 
sound-proof. United States Rubber Co., 
New York, N. Y. 









When writing 
mention 
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TABLE RADIO 








‘Foreign Correspondent" radio has over- 
seas dial with foreign band coverage 
from 8,600 to 12,000 kc. Other features 
of the 5-tube table model receiver are 
automatic volume control, permanent 
magnet dynamic loudspeaker, a.c.-d.c. 
operation, plug-in for Victrola attach- 
ment. R.C.A. Mfg. Co., Inc., Camden, 
N. J. 
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( Advertisement ) 


ET.L. Certifies Four 
More Chicago Ballasts 


The new single 30 and double 30, 
single 100 and double 100 Fluorescent 
Lamp Ballasts of the Chicago Trans- 
/ former Corporation have passed the 
rigid tests and meet all specifications 


7 for E.T.L. certification. To gain such 
ipproval, their ballasts have been 
tested against standard reactors for 
heat tolerances, watt delivery control, 

" hum requirements, starting time, and 


for wave shape tolerances to minimize 
» radio interference—all aimed at as- 
suring long, trouble-free service and 





long lamp life. Previously certified 
; were double 40 ballast and starting 
compensator. The entire Chicago 


Transformer line has been approved 
by Underwriter’s Laboratories. 


30,000 ft. Addition 
| for Chicago Plant 


In order to speed up deliveries and 
take care of a greatly increased pro- 
duction schedule, The Chicago Trans- 
former Corp. announces that all plans 
have been completed and construction 
is starting at once on a new addition 
to their present factory area. This 
new wing will have 30,000 sq. ft. of 
floor area and will be of the same 
modern one story construction as the 
main buildings. 





SPECIFY FLUORESCENT LAMP BALLASTS 
; BY CHICAGO TRANSFORMER 
. Twelve Convenient Never before has the right light been so important for a 


Sales Offices right job. 


With American industry geared to a staggering production 








Chicago Transformer Corporation an- pace, there's no time for lighting failures to disrupt sched- 
nounces that sales offices and ware- ules—for faulty lighting to endanger accuracy and safety. 

houses are now located in twelve AED UNDE That's why Ballasts by Chicago Transformer are used in more 

i major cities to facilitate more rapid Po Sep industrial Fluorescent Installations every month. For a 

j handling of fluorescent lamp ballast a in Transformer Ballasts mean dependability where light —_— : 

orders. The following are the phone & - most—Dependability assured by laboratory tests for ae 
numbers and addresses in these cities: e wv tolerances, Watt delivery control, hum requirements, an 

, = wave shape tolerances and long lamp life. Write for new 

\tlanta, Ga., 289 Simpson St. N.W., my Cy bulletin FBB-0430, giving full details on the entire Chicago 


Walnut 3835 
Boston, Mass., l Federal Street, 
Liberty 6132 
Chicago, Ill., 411 S. Peoria St., 
Monroe 4866 
Cleveland, Ohio, 1900 Euclid Ave.. 
Main 1042 
Dallas, Texas, 609 Thomas Bldg., 
2-3146 
Des Moines, Ia., 3100 Beaver Ave.., 
7-3852 
Detroit, Mich., 840 W. Baltimore, 
Madison 2790 
Kansas City, Mo., 117-123 E. 27th 
St., Harrison 8149 
‘ Los Angeles, Calif., 544 S. San Pedro, 
Mutual 2354 
New York City, N. Y., 295 Madison 
Ave., Ashland 4-2013 
Philadelphia, Pa., 1108 Shackamaxon 
St., Regent 2591 
San Antonio, Texas, 416 Houston 


Bldg., Garfield 6771 


line today. 
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WITH THE LATEST 


FLUOR-O-MASTER PRODUCTS BY 
ELECTRO MANUFACTURING CO. 





LALID Mark Reg. U. 8. Pat. Office. 


MODEL 2448- 
50 High power fac- 

tor corrected. 
LIST Uses four 40 watt 
LESS 48 inch lamps. 


LAMPS 110 Volt A. C. 





[JNOERWRITERS 


Lasoratories (Scere 
APPROVED Fleur-O-Lier Electro 
Approved Guaranteed 








= 

















HERE'S WHY IT PAYS TO HANDLE 
THE FLUOR-O-MASTER LINE 


Fluor-O-Master is sold through whole- 
salers exclusively. | 


The Fluor-O-Master line is the most 
complete in the fluorescent field. 
There is a Fluor-O-Master for every 
purpose. 








- Super-values, prices so that you can 
compete with manufacturers selling 
directly. 


Always first with the most advanced 
features and newest improvements. 


ELECTRO MANUFACTURING COMPANY 
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Watch for Electro's 
sensational new in- 
dustrial fixture to 
be announced 
in a few weeks. 


© 1941 Electro Mfg. Co. 























TIME DELAY SWITCH 






































Time delay switch, for laboratory and 
industrial application in conjunction with 
magnetic relays, is provided with four 
terminals, two for heater coil, two for 
main circuit, and is adjustable within 
time limits of one second to five minutes. 
Available in immediately or not imme- 
diately recycling types, normally open 
or closed models. Betts & Betts Corp., 
551 West 52nd St., New York, N. Y. 
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FLUORESCENT FIXTURE 





Fluorescent fixture, catalog No. 60-1624, 
utilizes six 20-watt, 24-in. lamps, is avail- 
able in 120 volt low power factor only. 
Baked white enamel finish. Gold, satin 
chrome, or bronze trim. Robert Electric 
Corp., 108 Crosby St., New York, N. Y. 
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FLUORESCENT FIXTURE 





Fluorescent "Two-Panel’’ fixture for resi- 
dential and commercial applications may 
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be obtained in ceiling and suspension- 
mounted types. Light diffused through 
clear molded glass. Inner reflecting 
surface designed to give even ceiling 
illumination. Wired complete, ready for 
installation. Wilson Lighting, Inc., 411- 
413 S. Clinton St., Chicago. 


When writing 
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mention 


SPOTLIGHT 






































‘Eveready" military-type prefocused spot- 
light equipped with ring hanger and belt 
clip, gives the user full freedom of action 
for both hands. For military, industrial 
or general use. National Carbon Co., 


New York, N. Y. 
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INSULATED TAPS 





Regular stock of insulated taps includes 
all parallel and 90-degree taps, and 
combinations, for conductor sizes up to 
1,000,000 C.M. Taps available for con- 
tinuous main and either one or two 
branches; also 4-way type, connecting 








two separate mains and two separate 
branches. Made with |, 2, 3 or 4 bolts 
according to size and conditions of ser- 
vice. Penn-Union Elec. Corp., Erie, Pa. 





When writing 
mention 
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TABLE LAMP 









Large table lamp makes excellent read- 
ing lamp, is equipped with plastic dif- 
fusing reflector and metal light deflector 
disc for semi-indirect lighting. Designed 
to harmonize with Early American, Em- 
pire, Federal or modern interiors. Stands 
22 in. high. The Chase Brass & Copper 
Co., Chase Tower, 10 E. 40th St., New 
York City. 
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CIRCUIT BREAKER 


"De-ion" enclosed circuit breaker, type 
AB-|, with ampere ratings from 1I5 to 
600 and voltage ratings from 250 a.c., 
125/250 d.c. to 600 a.c., 250 d.c. Fea- 
tures silver contacts operated by toggle 
mechanism, bimetal thermal elements, 
rust and corrosion resisting metal parts. 
"De-ion'’ method of arc quenching con- 
fines, divides and extinguishes arc almost 
instantly as contacts open. Westinghouse 
Electric & Mfg. Co., E. Pittsburgh, Pa. 
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FLUORESCENT FIXTURE 





Surface Troffer in sizes for two or three 
40-watt lamps can be mounted as indi- 
vidual units or in continuous strip ar- 
rangements, is available for close-ceiling 
and suspension mountings. ‘Add-on’’ 
feature permits economical increase of 
lighting capacities without disturbing 
original installation. Lamps shielded by 
side baffles; “egg crate’ louvres avail- 
able for additional shielding. The Edwin 
F. Guth Co., St. Louis, Mo. 
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ATTIC FAN 








Three blade attic fan has streamlined 
venturi-type entrance housing. Assem- 
bly is statically balanced, sold as a fan 
unit for installation in basement or as 
package unit with vent box for installa- 
tion over ceiling grille or attic stairway. 
Thirty-inch fan will deliver 7000 CFM. 
Lau Blower Co., 2001 Home Ave., Day- 
ton, Ohio. 
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FUSIBLE CAP 


$3 


Twist-Lock, 3 wire fusible caps, rated at 
0-15 amp., 250 v., for use with 20 amp., 
3-wire twist-lock receptacles and con- 
nectors, provide fuse protection to the 
individual electrical tool or machine 
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which may be fused to its exact capac- 
ity and not depend on the line fuse. 
Protects small motor from overload. 
Harvey Hubbell, Inc., Bridgeport, Conn. 
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AIR CONDITIONER 























Portable window-type summer air condi- 
tioner rated at 5700 BTU capacity, used 
in home or office, provides means for 
controlled ventilation as well as acting 
as an exhaust fan. Special acoustical 
treatment is used in the unit to subdue 
outside noises. Carrier Corp., Syracuse, 
MT. 
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MERCURY SWITCH 





Visaflame control system consists of light 
actuated mercury switch designed to op- 
erate in conjunction with Mercoid safety 
control panels as power, ignition and 
flame-failure shut-off for domestic and 
industrial oil burners. Features include 
independence of stack conditions for op- 
eration, ease of installation in domestic 
burner units. Available in separate 
mounting types for industrial or domes- 
tic oil burner applications. The Mercoid 
Corp., 4201 Belmont Ave., Chicago. 
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FLUORESCENT LUMINAIRE———————— 











Designed for store and office use, fluo- 
rescent pendant luminaire, Starlux, cata- 
log No. 1400, utilizes four 40-watt lamps, 
is furnished wired with two high power 
factor two-lamp ballasts, starters and 
starting compensators for 110-125 volts, 
a.c. Diffusing glass side panels, white 
louver. Removable end castings permit 
installation of units in continuous lines, 


Curtis Lighting, Inc., Chicago, Ill. 
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FLUORESCENT STARTERS 





New 4-pin fluorescent starters are avail- 
able in No. FS64 for 60-in. 100-watt 
lamps, and in No. FS74 for 36-in. 65-watt 
lamps. The Bryant Electric Co., 1421 
State St., Bridgeport, Conn. 
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CAPACITORS 








Capacitors for carrier current traps 
C-1001 and C-1002 are made of fixed 
capacity type or are adjustable over a 
wide range of values. Illustrated is the 
adjustable unit. Oil filled, mica di-elec- 
tric capacitors, hermetically sealed in 
arc-welded steel cases. High voltage 
wet process porcelain bushings provided 
for terminals. Cornell-Dubilier Electric 


Corp., South Plainfield, N. J. 
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THIS G-E ENGINEER is checking the 
brightness of the fluorescent powders 
that are the life blood of G-E Mazpa 
F (Fluorescent) lamps. It’s one of 
many tests that may increase your 
profits, because if you are already 
selling these cool tubes of “daylight”, 
you know how much easier it is to 
sell lamps that can be depended upon 
for maximum light output! 


The high efficiency and long, depend- 
able life of the G-E Mazpa F lamps 
you sell are among the many results 
of a multi-million dollar program of 
research and development. This pro- 
gram can be traced back to Thomas 
A. Edison, inventor of the first practi- 
cal incandescent lamp and the 


Pardon U 
sell more flu 











constant search for ways to make 
lamps give more and more light for 
the current consumed. 

$O IF THEY WANT maximum light out- 
put for current consumed from fluo- 
rescent lighting if they want 
lamps that stay brighter longer . . . 
you should sell them G-E Mazpa F 
lamps! 

General Electric does not make fix- 
tures. But you can now offer your 
customers a full line of Fleur-O-Lier 
fixtures, with certified ballasts and 
starters, providing ood power factor, 
equipped with G-E Mazpa F lamps. 
ready to hang up and turn on. Get in 
touch with your local G-E lamp of- 
fice. Or write General Electric for 
the free offer below! 








G-E MAZDA F LAMPS 
GENERAL @ ELECTRIC 


Made to stay brighter longer 
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s while we help you 
orescent lamps..-- 











FLUORESCENT FACTS: 








Edison didn’t in- 
vent G-E  fluores- 
cent lighting, but 
curiously enough 
he worked on the 





problem and = ap- 
plied for a patent on a fluorescent 
lamp as far back as 1896. General 
Electric has had to develop and 
perfect scores of devices, processes, 
and materials in order to produce 
today’s tested, high-efficiency G-E 


Mazpa F lamps. Tell your custom- 












FaEE OFFER =." 


Spinner.” shows how better light speeds 

secing. Also new illustrated booklet. ‘Let 
ir, . . 

($6) Fluorescent Lighting roll back the 
roof.” Get both! Write on your business 
letterhead to General Electric Company. 


Dpt 166-WS-E. Nela Park, Cleveland, O. 
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AIR CONDITIONING UNIT 




























Model EP-OI, packaged winter air con- 
ditioning unit, is designed to convert a 
standard gravity furnace installation into 
a forced air system. Cleans, filters and 
forces warm air to every room. Capacity 
is 850 CFM for furnaces of 65,000 BTU 
output. Viking Air Conditioning Corp., 
Cleveland, Ohio. 
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STEAM IRON 








K-M steam king iron has safety valve at 
front, away from handle, to protect hand 
of user should valve ever release. Other 
features are improved water gasket and 
smooth finish at top of iron. Knapp- 
Monarch Co., St. Louis, Mo. 
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VENTILATOR 








Kitchen wall box ventilator is adjustable 
for wall thicknesses 5/4 in. to 13 in. 


































































Door on outside opens by spring tension FLUORESCENT UNIT _ BAR 
when ball-chain is released. Fan starts 
and stops automatically with opening and 
closing of door. Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis, Mo. 
wren wots WHOLESALER’S SALESMAN 
Twin-lamp fluorescent unit for industria! 
use is made in three lengths: 50 in. for 
two 40-watt tubes, 38 in. for two 65-watt 
UNIT HEATER tubes, 62 in. for two 100-watt tubes. 
Triple porcelain enamel reflecting su; 
face. Royal blue finish guaranteed for 
75 years. Fittings available for pipe 
mounting or plug-in. Van Dyke Indus 
tries, 21st and Rockwell Sts., Chicago, ||| 
vee arn”® WHOLESALER’S SALESMAN 
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For year round use in office and stores, 
fan-type electric unit heater, No. 265022, 
is available in 2, 3, and 4 kw. sizes, 115 
and 230 volts, a.c. Switch for winter 
operation controls heating element and 
fan, overheating controlled by a bi- 
metal thermostat. For summer use, fan 
operates independently. Westinghouse 
Elec. & Mfg. Co., East Pittsburgh, Pa. 
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PANEL LINE 











































"NTP" panel line with “Push-Pull’ 
switches, designed for individual circuit 
control, is available in 4 to 40 circuits. 
Each molded composition (switch and 
fuse) block has two built-in switches and 
two plug fuse receptacles, for 2-circuits 
single fusing. Any block may be re- 
moved without disturbing others in as- 
sembly. Box built of galvanized steel. 
The Wadsworth Electric Mfg. Co., Cov- 
ington, Ky. 
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Totally enclosed fan cooled motor pro- 
vides necessary protection where the air 
is foggy with metal cutting solutions, 
abnormal quantities of metallic, abrasive 
and other dusts. Cooling air is forced 
through large air passages by a non- 
sparking fan, and the air intake pas- 
sages are so designed that a 5/16 in. 
rod will not pass through them. Century 
Elec. Co., St. Louis, Mo. 
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FLUORESCENT FIXTURE 


For installation in stores and offices, 
fluorescent unit features attractive de- 
sign combined with abundance of light. 
White fired porcelain-enamel reflector, 
satin aluminum hanger and end plates. 
Unit available with or without hanger. 
Smoot-Holman Co., Inglewood, Calif. 
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BAR PUSH 











Push button, No. D 121273, features 
slightly projecting bar, pressure on any 
point of which makes positive contact 
thereby providing convenient operation 
when arms are full of packages. Weather- 
proof, rust-proof, easily installed. The 
Ansonia Electrical Co., 63 Main St., An- 
sonia, Conn. 
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DRILL ATTACHMENT 
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. 
i 
i 





Line of electric drill attachments for use 
in mechanical trades and maintenance 
work includes KU | and KU 2. Heavy 
duty KU 2 has short range, drills holes 
up to 2 in. diameter. Equipped with 
telescopic extension, KU | (illustrated) 
reaches ceilings up to 10 ft. in height, 
bores holes up to I!/ in. diameter. De- 
signed to work in restricted spaces, drill 


in 360 degrees of angles at any plane. 


Kett Appliance Co., Union Central Bldg., 
Cincinnati, O. 
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THE LINE THAT 
MEETS DEFENSE 
REQUIREMENTS / 





4200 Series 
750—1000—150) Watt 
Enclosed-type floodlight. 





3800 Series 
750—1000—1500 Watt 
Open-type floodtight 










3700 Series 
750—1000 Watt 
Enclosed-type floodlight. 


3300 Series 
300—500 Watt 
Enclosed-type floodlight. 


THIS NEW CATALOG 


It is the most comprehensive book of its kind—com- 
piled in the new pictorial form that will effectively 
aid you in getting a full share of the vast amount 
of business now available in Industrial—Sports—and 
Service Station Lighting. 


WE ARE MAKING DELIVERIES 


This means no lost sales or profits. The Revere 
Line for 1941 is replete with new and important 
items covering present day Lighting requirements. 


OO 
| 


Combination ltow-mounting 
floodlight and spot lighter. 





Jobbers and dealers everywhere acclaim Revere as | 
the most outstanding Line in the field. HINGED FLOODLIGHT 
POLES 
BE PREPARED FOR A BIG The oreatest boon 
t ng em- 
LIGHTING EQUIPMENT YEAR. . ciency . 7 enables 
servicing floodlights 
— = — 
Write for your Catalog and price information today. + 3 aan, — 


REVERE ELECTRIC MFG. CO. 


2935 NORTH PAULINA STREET: CHICAGO 





INDOOR and OUTDOOR LIGHTING EQUIPMENT of EVERY DESCRIPTION 
TTT Ne SN ERAN A ee te 
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LET’S PLUG IT IN 


... Sneedily! 











y re the production capacity of this coun- 
try into full swing—putting the country’s mighty 
resources to work—PLUGGING IN the industrial 
machinery of the USA—that is today’s big job. 


It is a job that must be tackled with determina- 
tion by every branch of the electrical industry. 


To aid National Defense, Roebling has “plugged 
in” its facilities. Roebling plants are operating day 
and night—at full capacity. 


Equally important, Roebling is unceasingly main- 
taining the high standard of quality for which 
Roebling electrical wires and cables are noted—a 
standard of quality that is a safeguard against 
shutdowns and delays, that assures all-around de- 
pendable service. 





ROEBLING 


ELECTRICAL 
WIRES «n> CABLES 











FLUORESCENT UNIT 








Fluorescent kitchen unit, model No. 2055 
for permanent installation, has especially 
made ceiling holder and strap to fit on 
standard 4-in. outlet box. Canopy has 
knock-out for switch. Uses two T-12, 20. 
watt, 24-in. fluorescent lamps. Operates 
on 110-125 volts, 60 cycle, a.c. Mitchell 
Mfg. Co., Chicago, Ill. 
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FLOOR LAMP 








Bronze floor model, WL-4157, particu- 
larly adapted to residential interiors, 
combines incandescent and fluorescent 
features. Utilizes three-light incandes- 
cent lamp of 100-200-300 watts within 
bowl, and two 14-watt fluorescent tubes 
below it. Westinghouse Lamp Division, 
Bloomfield, N. J. 
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FLUORESCENT FIXTURE 

















“Super Two-Hundred" is an_ industrial 
fluorescent fixture for two 60-in., 100- 
watt lamps. Available as standard open- 
end unit with and without apertures, and 
as a closed-end unit with fill-in sections 
for continuous installations. Total watt- 
age, lamps and ballast, approximately 
235 watts. Day-Brite Lighting, Inc., St. 
Louis, Mo. 
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Circulators Enlarges 


NEW YORK, N. Y.—Increased busi- 
ness has forced Circulators & Devices 
Mig. Corp., manufacturers of com- 
mercial and industrial ventilating 
equipment to acquire an additional 
3500 square feet of floor space in its 
present building at 100 Prince St., this 
citv. The addition is being used for 
production purposes, went into opera- 
tion early this month. 


Barr-Thorpe Expands 


KANSAS CITY—AIl items for power 
transmission—sprockets, chains, pul- 
leys, V belts, ball-bearings, gear-re- 
ducing equipment are available in the 
new transmission department which 
Barr-Thorpe Electric Co., of this city, 
opened on March 1. 

Ed Shiefelbein, formerly with the 
Western Transmission Co. is manager 
of the new department, conducts an 
informal school twice a month to get 
the boys in the firm familiar with this 
line so they can handle calls and sales. 


New Uses For Roasters 


North Platte, Nebr., 
turns the electric roaster to new uses. 
Seventeen Westinghouse roasters are 
drafted into use to transport food from 
a central cooking unit to the five res- 
taurants in the chain. Food is prepared 
in advance and is kept hot in the 
which are delivered to the 
restaurants by motor scooter. 

\ roaster variant of the sizzling 
platter idea was introduced by a 


Oscar’s, of 


roasters 





SALES HEAD for Steber Mfg. Co., 


Chicago, is Gene Hagen, formerly 
with Edwards & Co., also M. B. 
Austin Co. in the Kansas City terri- 
tory. In addition to his duties with 
Steber, Gene is also assistant district 
manager for Chase-Shawmut and 
Jones Metal Products in that mid- 
western territory. 








HEAD 
Electric Supply branch at Portland, 


MAN of the Westinghouse 
Ore., is John W. O'Neill. He has 
been with the organization since 1917, 
so has worked in all departments. 
Before settling in Portland, Mr. 
O’Neill managed the house at Butte, 
Mont. 





Pittsburgh restaurant which wheeled 
it to the customer’s table so he could 
watch his food cook through the 
transparent top. 

Another and far departure from the 
original intention of the roaster was 
its use recently as an incubator for 
triplets born prematurely! 


Increased Space 


KANSAS CITY—The Glasco Elec- 
tric Co. has acquired a new second 
floor, adding 12,000 square feet of 
floor space. 


“Reconstruction” Theme 
of GE. Conference 


Industry’s effort to plan ahead for 
the reconstruction period, as well as 
caring for the demands of the national 
defense emergency, was the general 
theme of the annual editorial confer- 
ence of the General Electric appliance 
and merchandise department held at 
the G.E. Institute at Bridgeport. 

The research laboratory’s activities 
together with the development of pio- 
neer products, were cited as having a 
direct bearing on reconstruction after 
the defense crisis. Possible new prod- 
ucts, like the recently introduced au- 
tomatic electric washer and the elec- 
tric blanket, are constantly being 
studied with a view to building future 
sales. Extended studies in product 
labeling have been carried on at the 
Institute, during the past year and 
should be of value in increasing sales 
of high class products. 
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C-H New Warehouse 


A complete, up-to-the-minute, stock 
of Cutler-Hammer products will be 
carried in the warehouse which has 
just been opened at 131 Clarendon St., 
Boston. The company’s Boston sales 
office has been moved to new and 
larger quarters adjoining the 
house. 


ware- 


Ilg Pitch and Putt 
Golf Course 


Immediately adjoining the Ilg plant 
on the northwest side of Chicago is a 
newly built pitch and putt golf course 
for employees or guests of Ilg Electric 
Ventilating Co. Compressed into a 
total of 511,yards, with a par of 25, 
nine holes have been trickily laid out 
to perfect pitching and putting. Holes 
range from 42 to 82 yards in length 
and are sportily trapped, with rolling 
greens and handicaps in the form of 
trees and shrubbery. 


Hotpoint REA Display 


Capitalizing on promotion possibili- 
ties by gearing into REA farm equip- 
ment shows, a red, white and blue 
truck will carry Hotpoint’s rural dis- 
plays of home appliances to all of the 
REA shows. During the next few 
months the truck will follow the tour 
into virtually every part of the coun- 
try where REA lines are connected. 
A booth in the REA exhibit tent will 
serve to display the company’s line of 
appliances. 





NOW 


ARTILLERYMAN. 
Wick, Jr. of Lindley Electric Supply, 
Philadelphia, has gone from the ware- 
house of this wholesale house to the 


Walt 


Field Artillery. The new life isn't 
entirely new to him as he was in the 
National Guard. 
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CLINE-O-LAMPS FLEXIBILITY / 
























WiremMordD’s 













































DELUXE 
Glass fnclesed 


LINE-O-LAMPS 








































































CONTRACTOR APPEAL... 


the same basic No. 3000 Wiremold channel, fittings, controls 
and other equipment used in all LINE-O-LAMPS are used in the New 
Glass Enclosed Units. 

Hence you have complete FLEXIBILITY in layout and installation to meet 
every demand . . . from a single lamp unit to multiple continuous run 
installations in large areas. And bear this in mind . . . you work with 
time-tested, correctly engineered, standard Wiremold Units and ports with 
which you are thoroughly familiar. 

Wiremold engineers . . . Pioneers in the field of Fluorescent Lighting 

- help you assure your customers the best in service and satisfaction. 
Write at once for advance copy of New Catalog Section now on the press. 


THE WIREMOLD COMPANY, HARTFORD, CONN. 













































































































Wholesalers take on 
New Lines 


Buhl 
tors with 


Sons Co., wholesale distr 


houses in 


full line of G.E. lamps. 


filament lamps and _ fluorescents, 


well as automotive and photo lamps 
which the house has been selling 

' . 

| some time. 


Richards and Conover 


new lines, including 
Hubbell wiring devices and Colt mult: 


breakers. 


to serve the trade better, is carryin; 
heavier stocks than ever before. 


Metropolitan Surprises 
Mandel 


CHICAGO—On April 15, 25 men 


Detroit, Grand 
Rapids and Toledo have taken on +h, 
This includes 


Hardware 
Co., of Kansas City has recently added 
3ulldog switches 


The company has increased 
its stock by about 30 per cent in order 


~ 


bers of the staff of the Metropolita: 


Electric Supply Co. of this city gath 
Sol S. 


Mandel, 


the Kungsholm Restaurant, 


In addition to 
salesman Jim Cummings, 


Mr. Mandel with a complete set 
matched woods and irons. 





STRIKES AND SPARES are plenti- 
ful when these boys of Riechman- 
Crosby Co., Memphis, start rolling. 
They bowl each Friday in the elec- 
trical wholesalers league against Gray- 
bar, G. E. Supply, Wesco, Tennessee 
Valley Electric and Orgill Bros. 
Their names are on the front of their 
white shirts. On back, in red letters, 
are Riechman-Crosby, in blue letters, 
the name of an electrical manufac- 
turer. From the left, Joe Hardesty 
(Bulldog), Walter Zepf (Economy), 
Jack Jacobi (Allen-Bradley), H. G. 
Gath (Hunter), Tom Smith (Apple- 
ton). 


| ered together for a surprise party for 
secretary-treasurer 
The occasion for the banquet, held at 
was to 
celebrate Mr. Mandel’s 60th birthday 
congratulations, the 
members of the group, led by outside 
presented 
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Association Doings 


[he Ben Franklin Electric Club of 
Northern California will be headed 
up by H. J. Newton, Pacific district 
manager of National Electric Prod- 
ucts Corp., as president ; L. M. Lethine, 
\naconda Wire and Cable Co., as first 
vice president ; and George C. Tenney, 
editor Electrical West, as second vice 
president. Raymond P. Tolles, Paci- 
ic Coast manager of National Carbon 
Co., was added to the Board of Di- 
rectors and H. Q. Noack, Pacific 
Coast sales manager Hubbard and Co. 
vas re-elected secretary-treasurer of 


1 


the club. 


BOSTON—The  forty-third annual 
‘onvention of the National Electrical 
Credit Association is scheduled for 
June 5 and 6 at the Hotel Sheraton, 
of this city. 


DENVER — The Rocky Mountai: 
Electrical League registers activity on 
a number of fronts. The spring get- 
together drew an attendance of 905 
persons to hear discussion of manage- 
nent, operating, lighting, accounting 
ind engineering problems. The Denver 
\dequate Wiring Bureau has com- 
pleted all plans looking toward a four- 
state cooperative advertising cam- 
paign. Under the auspices of the 
Commercial and Domestic Lighting 
‘ommittees, a chapter of I.E.S. will 
be formed for the area covered by the 
League. 


BUFFALO—The Electrical Associa- 
tion of the Niagara Frontier recently 
sponsored a Code School which drew 
an attendance at sessions of upwards 
of 300. The school consisted of five 
sessions with authorities on various 
phases of the industry addressing each 
session. Victor H. Tousley of 
N.F.P.A. spoke on “The Wires”; 
C. H. Bissell of Crouse-Hinds, 
“Hazardous Locations”; N. R. Wil- 
son of Buffalo, “Wiring Design and 
Protection”; H. H. Weber of U. S. 
Rubber, “Wiring Methods and Mate- 
rials’; Henry A. Morton of Detroit 
Edison, “Motors and Controllers”. 
Each session consisted of a lecture 
iollowed by questions and answers. 


PHILADELPHIA The Annual 

Electric Kitchen Show of the Elec- 
ical Association of Philadelphia, 
iged the week of April 21 to 26, fea- 

tured ranges, refrigerators and water 
aters. Promotion for the show to 
me owners was carried out by use 
outdoor advertising, radio spot an- 
uncements, window cards, etc. Other 
tivities of the association include 
refrigeration advertising campaign, 
fra-red conference, electric range 
1 roaster campaign with theater 
king schools, and a commercial re- 
geration campaign. 
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THEY DO AS THEY ADVISE. New general office of Day-Brite Light- 
ing, Inc., St. Louis, is illuminated by one-light open type 48", 40-watt Trof- 
fers, spaced on 4 ft. x 6 ft. centers recessed in a Sanacoustic ceiling. Aver- 
age illumination is 30 footcandles. 





FLUORESCENT AFLOAT on Lake Michigan. New, streamlined “City 
of Midland” car-ferry is illuminated by nearly 1000 G. E. fluorescent lamps, 
sold by Buerstatte Electric Co., Manitowoc distributor. Designed to carry 
376 passengers, 50 automobiles and 34 loaded freight cars, the boat travels 
between Ludington, Michigan and Milwaukee, Wisconsin, 





NEW PLANT of Trumbull Electric Mfg. Co. at Norwood, Ohio, a suburb 
of Cincinnati. This plant replaces that at Ludlow, Ky. and has triple the 
floor space of the Ludlow factory. Trumbull’s production facilities have been 
further expanded by the purchase of another factory at Plainville, Conn., which 
is called the West Plant. 





93 
































Save 287 issesing tine 


WITH B-M CONNECTORS AND COUPLINGS 





Popular, Simple Method 






Saves 25% on materials, 25% to 
50% of connecting time. Makes in- 
stallations quick and easy. Elim- 
inates complications and ends 
fussing with nuts to tighten. 






























ONLY ONE TOOL NEEDED! 


Costs you only $1.25 for the patented 
B-M indenter (12 size handles 80% 
of all installations). Just two 
squeezes, and you have a smooth, 
neat connection. No other tools re- 
quired. This tool can save you 
many times its cost on the first job. 


STRONG, NEAT CONNECTIONS 


(they're non water-tight). 
















You welcome the speed and ease that 
the B-M system puts in your hands. These 
f.itmgs give you complete. well finished 
work in a hurry—on all average jobs 











Distributed by 


The M. B. AUSTIN CO. CLIFTON CONDUIT CO. 


The STEELDUCT CO. 
Chicago, I. Jersey City, N. J. 


Youngstown, Ohio Pittsburgh, Pa. 
CLAYTON MARK & CO. 


GENERAL ELECTRIC CO. 
Evanston, III. 


ENAMELED METALS 
Bridgeport, Conn. 


Pittsburgh, Pa. 


NATIONAL ENAMELING 
& MFG. CO. 
TRIANGLE CONDUIT & 
CABLE Co. 
Elmhurst, New York City 


BRIEGEL METHOD TOOL CO., Galva, Ill. | 











REFLECTORS 


A 


2-LIGHT RLM STANDARD LAMP FIXTURE 


for new 100-watt 60-inch T-17 lamp. Shielding angle 
14°—porcelain enameled reflecor, white inside, grey 
outside—reflection factor 79% —light output 75%—>pro- 
vides higher level of illumination. 

















UNIT STRIP FOR SINGLE LAMP FIXTURE 


Lamp holder and . oballast 
mounted for easy wiring. 
Ends and back of channel 
have 2” knockouts. Alumi- 
num bronze lacquer with white 
enamel reflector cover. 








FLUORESCENT FIXTURES 


The OAMCO line offers good business opportunities where good, 
clear, uniform lighting, without the attendant high maintenance 
cost, is required. Send for our catalog No. 99 which fully describes 
and illustrates our complete line of Fluorescent Fixtures for indus- 
trial and commercial uses. 


OVERBAGH & AYRES MFG. CO. cuicaco. i. 
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An $800 Idea 


A suggestion for improved calilyra- 


| tion of transmitter frequencies w 
| netted him $800 was made by Rudolp! 


Black. Black is an employee in th 
radio transmitter department of G./*,’ 


| Schenectady plant. When he originally 


made the suggestion he was awarded 
$200. Increased production of trans- 
mitters this past year brought 
creased savings to the company, so 
received an additional $600 bonus 


R.E.A. Speeding 
Rural Service 


Accelerated activities of the Rural 
Electrification Administration continue 
to enlarge the market for wholesalers, 
contractors and retailers serving those 
areas. Organized in 1935, R.E.A. has 
alloted more than $367 million since 
then, of which $97 million represents 
operations of the current fiscal year 

Every mile of new rural line brings 
new customers for wiring materials, 
motors and equipment, lighting, ap 
pliances. Therefore, WHOLESALER’S 
SALESMAN has continually published 
news of R.E.A. construction projects 
in order that wholesalers will be in- 
formed of these new markets. 

Listed are locations of line con- 


struction programs scheduled for the 


immediate future, also those already 
under way. 


ALLOTMENTS APPROVED 


(April 1!—April 25) 


Mem- 
Town Miles bers Amount 

ARKANSAS 

Arkadelphia 99 47 $105,099 

Fayetteville 74 287 63,009 
FLORIDA 

Key West 89 525 50,00) 
KENTUCKY 

McKee 92 288 62,00) 

West Liberty 62 224 50,00) 
LOUISIANA 

Homer 122 333 93 000 

Vidalia . 140 344 120,009 
MISSISSIPPI 

Columbia 109 270 30,00) 

Laurel 137 508 84,09) 

Lorman 147 433 121,00) 

Oxford 47 218 35,000 
MISSOURI 

Fulton 67 157 58,090 
OHIO 

Hillsboro ‘5 166 43,009 

Marysville 27 70 24,000 

Paulding 54 174 50,002 
OKLAHOMA 

Cherokee 35 139 25,000 

Norman 143 336 117,000 
TENNESSEE 

Clarksville 425. ...2,629 350,009 

Mountain City 106 565 100,009 
TEXAS 

Azle 30 92 25,00) 

Cleburne 123 275 57,090 

Floydada 48 100 35,000 

Navosota 130 294 100,009 

Stephenville 46 98 27,000 
VIRGINIA 

New Castle 22 176 32,000 
WISCONSIN 

Iron River.. 20 56 25,000 
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Turner Brass Announces 
New Sales Manager 


CAMORE, ILL.—John W. Mock 
=< the new sales manager of the Liquid 
Fuel Appliance Division (blow 
torches, etc. to you) of the Turner 
Brass Works of this city. He joined 
the company a year ago, having had 
wide experience in direct selling and 
supervision, sales training and sales 
research. As sales manager, Mr. 
Mock also will have charge of the 
70th Anniversary Program which 
commemorates the company’s found- 


ing in 1871. 





Hygrade Purchases 
New Plant 


A fluorescent powder plant has been 
purchased by Hygrade Sylvania Corp. 
at Towanda, Pa. Formerly operated 
as a division of The Patterson Screen 
Co., the operating structure remains 
undisturbed—the entire personnel of 
the plant being retained and continu- 
ing to operate under the direction of 
its present superintendent. During the 
past year, Hygrade acquired a plant 
for manufacture of fluorescent light- 
ing at Ipswich, Mass., in addition to 
lamp plants at Salem, Mass. and St. 
Marys, Pa.; radio tube plants at Em- 
porium, Pa. and Salem, Mass. 


Wins Guth Sales Prize 


J. D. White, of Kingsport Electric 


Co., Kingsport, Tenn., is winner of 
the Edwin F. Guth Company’s fluo- 
rescent fixture selling contest. He 


was the largest dollar-volume sales- 
man in the country on Guth fixtures. 
The contest started in September, 
1940. Seventy different prizes were 
awarded during the part of the contest 
which closed in December, including 
fifteen 19-jewel Elgin watches. The 
grand prize was to have been a new 
automobile, but Mr. White chose to 
take the cash value to apply it on pay- 
nent for his new home. 


Ruby Lamp Expands 


Fluorescent Production 
NEW YORK, N. Y.—To keep pace 


vith heavy demands for its fluorescent 
ighting equipment, Ruby Lamp Mig. 
0., this city, has opened an addi- 








‘ 
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@ Reaching key plant men with minimum delay 
obtaining instant response from office and factory per- 
sonnel . . . preventing losses from illegal entry . 
instant action in emergencies such as fire—These are but 
a few of the time and money saving advantages provided 
by an installation of Benjamin Signals, Horns, Bells or 
Buzzers. 

With these Benjamin Howlers and Signals you obtain: 
1. Greater signal audibility. 2. Simple construction that 
permits quick installation. 3. Long life construction. 
4. Design that makes servicing easy. 


SEND NOW FOR FREE 
MANUAL ... IT GIVES 
Complete information on Howlers 

x and Signals for use indoors or 
Mathers outdoors. Includes: single and 
e double projector models, Projector- 
less, Mine Type, Fire Alarm, etc. 
Benjamin Electric Mfg. Co., Dept. 
GG, Des Plaines, Illinois. 
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Threaded Ring Makes Horn 
Dust and Moisture Tight 




















ONE OF 

THE 1941 
SIGNAL 

Sass §~ BEAUTIES 


Signal's 1941 fans are the ultimate in beauty, 
quality and moderate price. 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 





Offices in all principal cities 











FLEUR-O-RAY 
PORCELAIN ENAMEL INDUSTRIAL UNIT 
WITH V SHAPED CENTER SECTION 











CAT. NO. 4040 FOR 2—40 WATT LAMPS 


. . . PROVIDES MORE LIGHT ON 
WORKING PLANE 
... AMAZINGLY LOW PRICED 


Send for Catalog No. FL41 
on Complete Fluorescent Line 








MANUFACTURING COMPANY, INC. 


Germantown Ave. & Master St. 


Phila., Pa. 











SOLDERLESS CONNECTORS 


HAVE YOU TRIED 
The New Ilsco Lugs? 





BUILT FOR OVERLOADS! 


The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 
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. 

: GENTLEMEN MAIL 
| Fomer errs COUPON 
s SEND ME new Catalog & Sample! TODAY 
. 

. 

s Name 

. 

. 

. 

= Firm 

om 

. 

. 

s Address 

. 

+ 

: 

& City amd State.....secceceeceeceecreeeeseccers 
. 


ILSCO COPPER TUBE 


aND PRODUCTS, inc. 


5629 MADISON ROAD CIN., O. 


“-—- 





96 


| 


for profitable business NOW ... 


| 


Roto-Beam 


The CIRCULATOR 


This unique circulator line is equipped 
with the famous _ beam-projecting 
ROTO-BEAM  propeller—not two—not 
three—not four ordinary blades, but 5 
scientifically designed aluminum blades. 
There are 25 models—a ROTO-BEAM 
for every application. Jobbers and deal- 


ers throughout the country report large 
volume sales with little sales expense 
due to new super eye-appeal and un- 
excelled performance. 


desk 
floor 
and 
exhaust 
models 


a unit 
for every 
purpose 


mounted 
on wall 
or ceiling 





quickly 
converted 
Send for full details today ‘i 
and don’t delay — The circu- 
lator season is just around broad 
the corner— application 


ROTO-BEAM 


| 3300 Indiana Ave. Chicago, Ill. 





tional 12,000 square feet of producti 
space, thereby pr viding the company 
with a total of 49,000 square 
Looking to the future, the man ige. 
ment has obtained options on another 
24,000 square feet to be taken ov 
needed. 

The added facilities, which 
been in operation several weeks, 
located on one floor with departn 
arranged for line-production an 
minimum of handling. Latest typ 
mechanized equipment has been 
stalled for copperizing, plating, spray 
ing, baking, assembling and shippi: 

The company was founded 20 years 
ago by Benjamin Rubenstein, presi- 
dent of the organization. Harry 
Shapiro is secretary-treasurer; Louis 
Phillips heads Lighting Distributors 
Inc., an associated company, and 
Theodore Jasson, is general manager 


New Facilities at 
Northland Elec. Supply 


MINNEAPOLIS—Redecorated show 
rooms and offices greet customers of 
the Northland Electric Supply Com- 
pany. Additional facilities have been 
added to double the capacity of the 
fixture room in order to take care of 
the company’s fixture business. Nine 


salesmen call on the trade for this 
house in Minnesota, North Dakota. 
South Dakota, Iowa and Wisconsin. 





THEN AND NOW. A dramatic con- 
trast in residential lighting as pointed 
out by J. H. Blitzer, of Lightolier, 
and a member of the ALEA Board 
of Governors, to Harry Restofski, left, 
Chairman of the Home Lighting Sales 
Committee of EEI and Glenn Trum- 
bull, manager of the Better Light- 
Better Sight Bureau. Shown is just 


one of the many attractive designs 
now approved by ALEA to build 
new markets. 
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CANADIAN 


NEWS 





[, P. Calkin Dies 


Thomas P. Calkin, of Kentville, 
XN. S., president of T. P. Calkin & 

ompany, wholesalers in electrical sup- 
olies, for the past 60 years, died re- 
ently, after an illness of ten weeks. 
He was born 82 years ago at Kent- 
ville, a son of the late Benjamin H. 
Calkin, who had established the busi- 
ness. In recent years, increased atten- 
tion had been devoted to electrical 
tems of all kinds. 

T. P. Calkin had long been active 
in community affairs at Kentville, and 
like his father, who was first president 
{ the Kentville Board of Trade, was 
a past president and charter member. 
He had been a member of the electric 
‘ght commission for the district and 
ilso the housing commission. He was 
past president and a charter member 
i the Kentville Rotary Club, a mem- 
ber and past president of the Kent- 

ille Hospital Commission, and active 
in the local United Church. 


Fire Strikes 
Two Wholesalers 


Two electrical supply firms were 
burned out in one of the worst busi- 
ness fires in the history of St. John, 
N. B. An early morning blaze com- 
pletely destroyed a six story brick 
building owned by Emerson & Fisher, 
wholesalers, and occupied on the upper 
floors by that firm, and on the street 
floor by Emerson Brothers, retailers 
as well as wholesalers in electrical 
merchandise. The fire cost one life 
is well as seriously injuring two other 
men. The total loss has been estim- 
ited at about $200,000, covered by 
insurance. Temporary quarters were 
taken by both firms. 


Wholesalers Elected 
to New Offices 


ST. JOHN, N. B.—Three electrical 
iolesalers will act as officers of the 
New Brunswick chapter of the na- 
mal Electrical Contractors’ Associa- 
m. D. R. Webb, head of the Webb 
ectrical Co., will be president; F. P. 
iughan, head of the Vaughan Elec- 
cal Company and H. A. Stephenson, 
inager of E. S. Stephenson and Sons 
to be vice presidents. 


| 
| 
| 
| 
| 
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NO WAITING 


FOR FLEX-~A-POWER 


COST SAVINGS 





SOLD 
THROUGH 

ELECTRICAL 

WHOLESALERS 


~~ a plant operator 
would be glad to pay a 
premium for the advantages FLEX-A- 
POWER offers . . . for “hang-up-and- 
plug-in” SPEED in installation ... for 
FLEXIBILITY in installing or relocating 
machine units... for ability to complete electrical 
hook-ups in a matter of minutes rather than days... 











for a “panelboard running the length of his plant”, 
that is completely SALVABLE if facilities must be extend - 
ed or curtailed later on. 





Yes, indeed, advantages like these are worth money today 
... but the big news is that you don’t have to wait for FLEX- 
A-POWER savings. In the great majority of installations, 
FLEX-A-POWER actually costs less to INSTALL than con- 
ventional plant wiring. 

COSTS LESS .. . GOES IN FASTER . . . SAVES TIME 
and money ever after! These are provable claims you should 
look into without delay. Write for detailed Trumbullaid 
Bulletin No. 408. 


































° TRUMBULL PLAINVILLE | » 
| ELEC. MFG. CO. CONN. U.S.A. 


KEEP Alert ELECTRICALLY \ 
use your TRUMBULLAIDS 


WEW YORK - PIHLADELPHIA - BOSTON - CHICAGO - DETROIT - NORWOOD, 0. - ATLANTA - NASHVILLE - LOS ANGELES - SAN FRANCISCO - SEATTLE | 
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HERE THEY ARE! 
THE NEW LINE OF 





These Conduit Bodies, Standard and 
F. S. Types are the newest addition to the 
famous, nationally known Raco®@ All-Steel 
line. Measuring up im every way to 
Raco®@ All-Steel’s reputation for quality, 
the new Racolets embody the finest a. 
manship. The bodies are malleable iron, 
finely finished with a heavy coating of 
cadmium. Cover a are surface 
ground .. deep, py cut tapered 
threads. Hub ‘edges are chamfered for 
easy introduction of conduits. 

These new Racolets are modern and 
streamlined. There’s plenty of room as 
there are no protruding screws or ears. 
Backs are semi-flat for rigid and uniformly 
flat mounting. 

Available in threaded ~~ for aa con- 
duit and threadless type for E.M.T. All 
a necessary covers are de ay in the 
ine. 

Explosion-proof fittings for hazardous 
locations, too, are found in this new line 

‘ including Line-Sealing fittings. And, 
of course, there are Vapor-Proo Fittings 


both rigid and pendant types. 
Write today for the new catalog, de- 
scribing this new line. 
asking. 


It’s yours for the 





Type LL 
Standard Threadless 
Bodies for E.M.T. 


Type C , 
Standard Threaded Bodies 
for Heavywall 





Covers for FS Type 
Bodies 





pe FS 

.s Beales Available in 
2-, and 3 wat oo 

y hk and E.M 


é 


Explosion-Proof Fittings 
for Hazardous Locations 


Vapor-Proof Fittings 


Moulded and Metal Cov- 
ersto Fit Standard Bodies 


© 





Rigid and Pendant Types 


Distributed Nationally by 


ALL-STEEL-EQUIP COMPANY, Inc. 


305 Griffith Avenue, Aurora, Ill. 


ALL-STEEL PRODUCTS 


Switch Boxes* Outlet Boxes* Cutout Boxes 
Cabinets © Conduit Fittings 


Distributors in All Important Centers 
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Southeastern divi- 


New jobs in the 
sion of Westinghouse Electric Supply 


are as follows: 

C. D. Allison will be manager of ad- 
vertising and sales promotion for the 
division. He was merchandise service 


manager. His old post is being filled 
by Glenn Newton Pollock. F. Ray 
Hill, who joined the company as 


salesman in 1940 has been appointed 
merchandise manager. 


The recently opened Corpus Christi, 
Texas, branch of Westinghouse has on 
its staff Herman Grant, tormerly quo- 


tation clerk at the San Antonio office 
and “Dynamite” (John O. Browns) 
formerly shipping clerk at San An- 
tonio, now in charge of the Corpus 
Christi warehouse. 

George Dyer, supplies and Charlie 
| Dodd, merchandise, who formerly 
worked the Corpus Christi territory 
| out of San Antonio now are at the 
| Corpus Christi branch. 

Replacing C. D. Havens, now with 


Electric & Manufactur- 
ing Co., C. D. Allison is new advertis- 
ing and sales promotion manager of 
Westinghouse Supply at Dallas. Other 
new staff members are Phil Weidlein, 


Westinghouse 


merchandise salesman, formerly with 
| Graybar; L. A. Wilson, city salesman 
on supplies, who was with S & M 


Lighting Co.; Ray Hill heads the mer- 
chandise division southwest district. 


Charles F. Weinman at one time sales- 
man for the H. I. Sackett Electric Co., 
3uffalo, has returned to that firm after 
an absence of 5 years, this time acting 
as purchasing agent. 


At Glasco Electric Co., of Kansas 
City, John Hagendeffer is now counter 
salesman. He was formerly with 
Columbian Electric Co. Earl M. 
Graham, formerly with G.E. Supply 
is serving the western part of the 


state for Glasco, traveling from Salina, 
Kas. 
As of January 1, H. O. Edoff will 


assume the position of sales manager 
of the Graybar branch office, 453 
Worthington St.. Springfield, Mass. 


Formerly supervising sales manager 
for Graybar at Kansas City, Frank 
Saffer is now managing the company’s 
branch at Omaha. 


Holger W. Skoning has charge of 
the New York City show room for 
La Salle Lighting Products, Inc. His 
displays are located in the Empire 
State Bldg. 


Long associated with Wesco, San 
Francisco, W. G. Akerman has been 
moved up to office manager there. 
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PYLETS 


WITH 
self-aligning covers 
save time and 
prevent trouble 





PYLETS 
. the improved heavy duty conduit fittings 
Standard and Explosion-proof types 
PLUGS AND RECEPTACLES 
VAPORTIGHT FIXTURES 
FLOODLIGHT PROJECTORS 
AIRPORT LIGHTING EQUIPMENT 


Write for bulletins 


THE PYLE-NATIONAL 
COMPANY 


1344 North Kostner Avenue 
CHICAGO, ILLINOIS 








SELL PARAGON 300 SERIES 
FOR ONLY $13.00 LIST . 


YOU can really “go to town” with the Par- 
agon 300 Series Time Switch. It offers: (1) 
A popular price, (2) a generous margin, 
(3) increasing demand because of exten- 
sive national advertising, (4) a proven, 
first quality precision engineered product, 
(5) only two exposed gears — others 
sealed in oil, (6) dust-proof, (7) approved 
by Underwriters. Write for details. 





PARAGON ELECTRIC COMPANY 


403 SO. DEARBORN STREET, CHICAGO ILLINO is 
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SELL THESE PRODUCTS TO 
UTILITIES, CONTRACTORS 
AND HEAVY INDUSTRIALS! 


Vwuevuvvvuvvvvwwvy. 
eee aE 








Rusgreen Prod- 
ucts are Being 
Furnished to 
Army, Navy, Bu- 
reau of Reclama- 
tion, Federal 
Housing, and 
other Government 
Projects 


Trademark 
of Gealtty Prod- 
ucts, Designed to 
Meet Severe Serv- 
ice Conditions 


The 


i 


The MOST COMPLETE 


LINE OF 


4 


THOUSANDS 
of patterns — 
you can find 
the exact lug 
you want. 


Penn- Union 
E-Z Lugs take 
a wide range 
of conductor 
sizes. 


Y 


4 


a J 


j- 


4 


a 


Only 5 sizes of lugs for wire and 


cable from No. 6 to 1,000,000 CM. Self- 
locking; positive. Re-used over and over. 


INVESTIGATE THIS COMPLETE 
RUSGREEN PRODUCT LINE— 


@ Endulators—(Potheads) 

@ Conduit End Bells 

@ Bus Supports 

@ Insulating Compounds 

@ Soldering Lugs, all types 

@ Street Lighting Potheads and Cutouts 

@ Cable Fittings 

@ Cable Splicing Kits 

@ Split-Tinned Copper Cable Sleeves 

@ Cable Joint Shields 

@ Seconec Connectors for Sector Shape 
Cables 

@ Special Street Lighting Fittings 

@ Special Outdoor Lighting Fixtures 


QUICK, 
SIMPLE _IN- 
WEDDING BELLS rang happily last 


month for Louis Aurora and Jill 
Porto, both of Grand Light Supply, 
New Haven, Conn. Our “Wedding 
Editor” is grateful to James Rosen, 
head of that company, for passing 
the word along to us. Then our pho- 
tographer went to work. 


Penn - Union 

VI-TITE lug. 
Vise-like action gives a sure grip. Made 
in a wide range of sizes. 





Fully approved Soldering Lugs, 
pressed from pure seamless cop- 
per tubing, and annealed. Also 
cast Heavy-Duty Soldering 
Terminals—and shrink fit 
lugs for copper tubing 


CLAMP TYPE 
terminals in wid- 
est variety. 
Straight or angle, 
for cable or tub- 
ing, with any 
desired contact 
tongue. 





a 
For over a quarter of a century, Rusgreen has = 
been making standard and special items, built . 
to the most exacting requirements. Write for 
our latest bulletins. 


RUSGREEN 


e- 
_ 
Representing S. H. Couch in New ere 
| England, W. L. Collins will replace 
Captain L. W. Oberacker during his 
|absence. Captain Oberacker was re- 
MANUFACTURING COMPANY | cently called to Washington for active 
14260 Birwood Ave. Detroit, Mich. | service in the Quartermaster Corps. 
a 4 4. A» A An Am te» ta, ta te Lo, ti tr | 
$2 7 ‘ , MULTIPLE 

Marvin P. Johnson is handling the | CABLE termin- 
northern Missouri territory for the en 
| Missouri Valley Electric Co. at Kan- faa a 
sas City. He came to this post from 


more conduc- 
| association with Continental Electric | *°** 
| Co. 


ts = 
SCREW TYPE Sold- 
erless, easy to use and 
universally popular, es- 
pecially in the small 
sizes. For both solid 
and stranded wires. 





FEDERAL 
SIRENS and HORNS 


SLEEVE TYPE 
are made 


terminals, with 
split contact 
preferred 

many large 
users. Made in 
many types. 


See the Penn-Union Catalog 
for any kind of Terminal Lug 
— carefully made, thoroughly 
tested, Dependable. 

Also the most complete line 
of Cable Taps, Service Connec- 
tors, Ground Clamps, Two-Ways, 
Tees, etc. 


Sold by Leading Jobbers 
Write for Catalog 


PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. 


for every industrial use. 
Dudley Davis, formerly floor sales- 
man in the refrigeration department of 
Richards and Conover Hardware Co. 
of Kansas City, is now salesman for 
major appliances, covering the Western 
Kansas territory. 
RESONATING HORN 


Replacing C. A. Steuew, Lloyd D. 
| Jones is now handling major appliances 
for G.E. Supply’s Joplin branch. He 
was appliance salesman for the com- 
pany at Kansas City. 


New member of the sales organiza- 
tion of L. R. Klose Electric Co. Kala- 
mazoo, Mich., is Lawrence B. Houts. 
He was with G.E. Supply for ten 
years. 


WEATHERPROOF SIREN 


A. M. Wolf comes to the St. Louis 
office of Cutler Hammer from the 
Detroit office, will serve customers in 
that area. 


COMPRESSED 


Write 


AIR HORN 


for bulletins 


FEDERAL ELECTRIC CO., INC. 


“Siren Headquarters"’ 


8758 S. State St. Chicago, Ill. 








Graybar’s eighty-sixth house, recently 
opened at 112 Eleventh St., Des | 
Moines, Ia. is under the management 
| of J. P. Lawson. L. E. Williamson is 


his assistant 


Conductor Fittings 
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Let's Work 
Together—to 
Deliver the 
Goods... 


The Sherman Mfg. Company today is 
turning out materials that are vital 
to industrial expansion and defense. 
Under these conditions we need your 
help in order to give you the service 
you require. 


Let us know as far in advance as pos- 


sible your actual or estimated re- 
quirements. Let us advise you con- 
cerning delivery schedules. Work 


with us, and we think we can keep 


you supplied with the goods you 
need. 
Remember, we want not only your 


present business but your future good 
will, so that you will continue to | 
look upon Sherman as your preferred 
source of supply on the material we | 
make. 











H. B. SHERMAN MFG. COMPANY 


20 Barney Street 
Battle Creek, Michigan 











TRICO PRODUCTS 


have stepped up 
sales for Whole- 
salers everywhere. 


Every item is outstand- 
ingly different — rec- 


ognized for quality — 
nationally advertised — 
and above all, sold 


under a controlled 
“THRU THE WHOLE- 


SALER" policy that 
builds a solid profitable 
business for you. 


FOR PRESTIGE -- < 
FOR PROFIT -- | 
SELL = 
TRICO 


Get complete details 
from your TRICO rep- 


resentative or write us. 





WRITE FOR FOLDER CPF 300 


TRICO FUSE MFG. CO., Milwaukee, Wis. 


In Canada: IRVING SMITH LIMITED, Montreal 





100 





CONGRATULATING a _ co-worker 
on a nice big order just received, is 
Ed Basanez, left. On the receiving 
end of the handshake is Walter T. 
Long. Both do a good job for the 
Electrical Supply Company of New 
Orleans. 





MORE FACTS 


ON PRODUCTS 





Capacitors—Illustrated 6-page  bro- 


| chure entitled “A Quick Cure for Hot 


| presents 





Wires” offered by Cornell-Dubilier 
Electric Corp., South Plainfield, N. J., 
advantages and applications 
capacitor installations in industrial 
plants. 


of 


Condensed Catalog—-Square D Digest 
for April, 1941, published by Square 
D Co., Detroit, Mich., covers many 
of company’s products in 76 pages of 
illustrations, and con- 
struction prices are 
listed. 


specifications, 
details Latest 


Door Chimes—The Liberty Bell Mfg. 
Co., Minerva, Ohio, recently issued a 
4-page leaflet containing descriptions, 
illustrations and prices of their new 
line of door chimes. 


Fluorescent—A 16-page catalog, No. 
44, issued by Faries Mfg. Co., De- 
catur, Ill., shows fluorescent lamps 


and fixtures for commercial, industrial, 
and residential use. 


Fluorescent Accessories—Acme Elec- 
tric & Mfg. Co., Cuba, N. Y., makes 
available a 4-page catalog on fluores- 
cent lamp ballasts. Included is engi- 
neering service release, No. 57, giving 
general information on _ fluorescent 
lighting installations. 


Fluorescent Fixtures—Catalog 41-FL 
shows a line of distinctive fluorescent 
fixtures made by Watco Engineering, 
Inc., Cleveland. Typical 


| also are illustrated. 
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LIBERTY LEADS .. 
... THE NEW 
PLAQUE LINE 


Sell them for 
their beauty 
.. install them 
for service! 


) 





12 and 
d Sup 
plied with 10 volt 
mechanism less 
transformer. Op 
erates through 
400 feet of an 


Model PL 
PL-13 





nunciator wire 
Mounting space 
46” long x 
7%” wide for 
Flora) Design 
OMB Gi 
PL-13 


Here are chimes to fit the times 
- +» new, beautiful wall decorations, 
easy to sell, a pleasure to install, 





Porcelain covers, with hand painted 
colors fired in, add distinction and 
sales appeal. Quality mechanism, plus 
pleasantly toned chime tubes, add to 
its value. Sell them for beauty, install 
them for service. Write us for details 


Model PL-2 and 
PI Supplied 
with 16 volt 2 coil 
mechanism and 
transformer 


Mounting space, on all types of LIBERTY chimes . 

Carriage Design prices, discounts, etc. Also other 
42” long by LIBERTY products . . . doorbells, 

9%” wide buzzers and other signalling devices. 








Its Liberty Since the 
a 


LIBERTY BELL MFG. 
eC 


ompnany 
MINERVA - - 


OHIO 











LINES WANTED 


Established company covering 
greater New York area—in- 
dustrial and retail customers 
—desires products for intro- 
duction or promotion in this 
district, preferably on an 
agent commission basis; or, 
would purchase and stock. An 
exclusive would previde an 
advantage. Bank and com- 


mercial references highest. 


Box No. 51 
c/o Wholesaler’s Salesman 


330 West 42nd Street 
New York, N. Y. 











ATTENTION... 


ELECTRICAL EQUIPMENT AND 


SUPPLY MANUFACTURERS 


If you sell te Electrical contractors .. . 
Industrials . . . Commercial . . . Utilities 


1 CAN GIVE YOU 
PROFITABLE REPRESENTATION 


among live, wide-awake, wholesalers in 
EASTERN PENNSYLVANIA 
and SOUTHERN NEW JERSEY 
As a sales agent now successfully representing some 
of the country’s leading manufacturers selling this 
field, I help you open up new sales and distribu- 


tion of outlets in this fast growing area 
quarters Philadelphia. 


Address reply to 
Box 52 Wholesaler’s Salesman 
330 West 42nd Street New York, N. Y. 


Head 






































NALCO DRITHERM 


‘6 Carbon Filament Lamps 
BEST for Infra-Red Ray Drying 


Get ready to meet industry's de- 
mands for radiant energy heating 
and drying by featuring Nalco 
Dritherm Carbon Lamps. Ideal 
for drying synthetics, ink, fi'm 
textiles, blueprints, paper and 
paper products, latex, etc. Get 
your full share of this new profit- 
able business. Write today. 


NORTH AMERICAN 
ELECTRIC LAMP CO. 


1034 Tyler St. St. Louis, Mo. 




















QUALITY 
PRODUCTS 


FRIGID 


st VENTILATING EQUIPMENT 
re EXHAUST FANS 


bel 
+ em SHUTTERS ATTIC FANS 
BLOWERS INDUSTRIAL FANS 
AIR CIRCULATORS 


4 complete line for sales to contractors and 
industrials. Quality at low prices. 
Catalogue. 
IMMEDIATE DELIVERIES 
CIRCULATORS & DEVICES MFG. 
CORP. 


Write for 







100 Prince St. 


New York City j 











The ALLEN 











SODERING 


Builds Good 
Business— 


A Flux for every 

need 

@Sodering Paste 

*Sodering Salts 

®Sodering Liquid 

®Sodering 
oil 

® Sodering 
Sticks 


We have a chart which shows the melting 
point of all Soders—it’s free—send for it! 


L. B. ALLEN CO., INC. 
6730 Bryn Mawr Ave. Chicago, Ill. 





Easy Method of 












Applications, de- 


data comprise 


Fluorescent Units 
scriptions, and catalog 


illustrated loose-leaf catalog by Ruby 
Lamp Mfg. Co., 430 W. 14th St., 
New York, N. Y., covering their line 


commercial 
lighting. 


of fluorescent units for 
interiors, window and cove 


| Fractional H.P. Motors 
1/20 to 1 h.p. direct 
are described in No. 


Type BC 
current motors 
GEA-3513 which 





can be secured from General Electric 
pm Schenectady, N. Y. 

| 

| Linestarters—Information on “De-ion” 


|linestarters for  squirrel-cage 
| wound-rotor induction motors is avail- 
lable from Westinghouse Elec. and 
Mig. Co.. East Pittsburgh, under the 


7 | title Descriptive Data 11-204. 


| 


| Magnetic Starters—Descriptive circu- 
lar No. 330, distributed by The Trum- 
bull Electric Mfg. Co., Plainville, 
Conn., deals with line of combination 
magnetic starters, includes illustra- 
| tions, construction data, specifications. 
Motors—Leaflet No. 3706, covering 


explosion-resisting motors 
made by Westinghouse 
Mig. Co., East Pittsburgh, Pa., con- 
tains applications, operating principles, 
construction details. 


fan-cooled 


Oilers—Gravity feed oilers are de- 
| scribed in an illustrated bulletin, No. 
26-A, released by Trico Fuse Mfg. 


|Co., Milwaukee, Wis 


Photoelectric Relay — bulletin GEA- 
| 3533 gives data on CR7505-K100 inex 
| pensive photoelectric relay, is obtain- 
able from General Electric Co., Sche- 
nectady. 


, 


Wire and Cable—United States Rub- 
ber Company, New York, N. Y., has 
released a 52-page catalog containing 
complete specifications for every type 
of building wire and cable. 
show various types of wire products. 











<TRICQ> =O LO al 


FUSES 





















SELL SAFETY! 


e@ NO GLASS to cut fingers 

e NO METAL to touch when re- 
placing fuses 

how these two outstand- 

ing safety features to your 

customers — watch COL- 

ORTOPS selll 

@ 7-color display box FREE 

with every 50 fuses. 
“Always thru y 

the WHOLESALER" 


TRICO FUSE MFG. co. Cs 


MILWAUKEE 








RTOP 


THE COLOR TELLS THE SIZE 
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SUPER-SERVICING Customer E. H. 
O’Brien of Hohman and Hill, Chicago 
contractors, are Counter Man J. Lea- 
vitt and Secretary L. Greenburg of 
Ashland Electric Co., Chicago. 
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The Modern 
DUPLEX 
CONVENIENCE 
OUTLET 


Approved under Federal 
Specification W-R-I51 





Cat. No. 13202 


FEATURES 


Contacts grip both sides of 
cap blades. 


Break-off plaster ears. 


Large binding screws will 
accommodate +10 wire — 
Spaced for easy wiring. 
When used with Bakelite 
plates, the plates will not 
crack. 

Modern P&S-Despard face 
design. 

Standardize on this reliable 
precision-made outlet. 


Catalog on Request 








Pass & Seymour, Inc. 


SYRACUSE, N. Y. 
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